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OF PETROLEUM METERING fx @ MEASURING UNIT quickly 


removed or replaced with- 
out disturbing piping con- 
nections. 


@ SIMPLE PRECISION DRY 
ADJUSTMENT in exact in- 
crements of 5/100 of 1% 
— without special tools. 


@ DOUBLE CASE CONSTRUC- 
TION with welded all-steel 
housing, resists impacts, 
shocks and surges. 


@NO METAL-TO-METAL 
CONTACT in measuring 
unit to cauvse wear or re- 
pair. 


Only Brodie BiRotors offer this combination of fea- 
tures which add up to high maintained accuracy with 
less maintenance cost. Simplicity, ruggedness and 
balanced performance assure high metering efficiency 
over long periods of continuous service. For depend- 
able metering, standardize on Brodie BiRotor Meters. 
Investigate fully today. 
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How not to get a bang out of the oil business! 


What is it that flows like a river, is invisible, drops noiselessly to the ground, and 
in an instant could blow a service station right out of this world—or, if properly 
handled, will transport you anywhere in the United States and home again? 


You know the answer. It’s gasoline vapor! 


Do all your employees know the answer? Do all your service-station people 
know how to handle gasoline safely? Will all the people your company is going 
to hire in the next month learn how? It’s pretty important that they do. 


Perhaps we can help you complete this important part of their education. 
During the war Ethyl developed a demonstration to teach Air Force personnel 
the why’s and wherefore’s of handling gasoline safely. The show proved so hclp- 
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How not to get a bang out of the oil business! 


What is it that flows like a river, is invisible, drops noiselessly to the ground, and 
in an instant could blow a service station right out of this world —or, if properly 
handled, will transport you anywhere in the United States and home again? 


You know the answer. It’s gasoline vapor! 


Do all your employees know the answer? Do all your service-station people 
know how to handle gasoline safely? Will all the people your company is going 
to hire in the next month learn how? It’s pretty important that they do. 

Perhaps we can help you complete this important part of their education. 
During the war Ethyl developed a demonstration to teach Air Force personnel 
the why’s and wherefore’s of handling gasoline safely. The show proved so hclp- 
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(Continued from preceding page) 


ful that many of our customers asked us to present it to their own people. 


This we did. But soon we could not fill all the requests. So we put the Ethyl 
‘Fire Power’ demonstration on film and made prints generally available. We 
published the story in vivid comic books, and offered them in quantity to any 
refiner. 


To give you some idea of how useful this film has been to the industry, in the 
last 3 years more than 133,000 people have seen it. And we’ve distributed several 
million copies of the ‘‘Fire Power’ booklet. 

We’re particularly proud of the Ethyl ‘Fire Power” program because of the 
part it plays in helping our customers keep the oil industry one of America’s 
safest places to work. 


ETHYL CORPORATION 


NEW YORK 17, NEW YORK 


WORTH NOTING 











The official American football field is 100 

yards long. If all the sodium cells at Ethyl’s 

Desert temperatures are maintained year-in, Baton Rouge plant were lined up, they 

year-out in a room at the Ethyl Research would reach the length of five football 

Laboratories in Detroit as part of a continu- fields. This is the largest sodium plant in 
ous study of gasoline stability during storage. the world! 


The work of Ethyl’s automotive engineers in the 
field is backed up by the experience of more than 
100,000,000 research miles rolled up during road- 
test programs. 


Ethyl Service is backed by 31 years of antiknock experience 
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YES, everybody in the automatic oil heating industry 


—dealers, distributors, wholesalers, fuel oil jobbers—will fill all 
traffic lanes getting to their only national Show to see what's 
new in heating and year ’round air conditioning, and the 
money-saving equipment for oil delivery and terminal opera- 
tion. We’ll be looking for you. Your friends in the trade and 
your suppliers will welcome you! 


It’s your show & your convention! 
EXPOSITION ‘ay No registration fee for either affair. OHI sponsors both for 


the entire industry. Both affairs are under one roof—the 


HEATING — COOLING : i Commercial Museum, Philadelphia, on May 16 through 20. 


So come! See and learn what’s new for you. 


Ses athena 


Convention is by dealers for dealers 


Oa The prdgram chairman for the “general sessions” is a well- 

Ro known dealer who'll be assisted by other successful dealers, 

fuel oil jobbers and service managers. They'll give you ideas 

a-plenty in new methods, new systems and new practices you 

can take home and use—profitably! These sessions run on 

ANNUAL Monday, Tuesday, Wednesday and Thursday from 9:30 AM 


H | FS *til noon. The exposition opens each day at 1 PM. 


CONVENTION |. Made your hotel reservations ? 


Hurry! Hurry! Hurry! Advance registrations are extremely 
heavy. Don’t forget the wife . . . bring her too! There’ll be special 
plans for the ladies who register at the OHI Ladies’ Entertain- 
ment Room in the Benjamin Franklin Hotel. For room reser- 
vations at any hotel, write Sales Department, Benjamin 
Franklin Hotel. Tell them that you’re coming, when you'll 
come, when you'll leave and what accommodations you want. 


For last-minute exhibitors! 


There are only a few booths left, but if you Come and see what’s NEW 


No registration fee for anyone 


OIL-HEAT INSTITUTE 
OF AMERICA, Inc. 


500 Fifth Ave., New York 36, N.Y. 
Phone LOngacre 4-3755 


want to talk to 10,000 or more dealers and 
fuel oil jobbers face to face, better order 
your space now before it's too late. Why not 
phone in your reservation today? 


eee eee eee ee eee eee eens! 
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The extreme range, overall com- 


pactness, and maneuverabilit 
makes the difference . . . ides 








Riser supported by two 
bronze or steel straight 
through flanged dov- 
ble ball bearing swing 
joints. 


Write for 


Catalog OPW CORPORATION 


2735 Colerain Ave. 
Cincinnati 25, Ohio 
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Ahead of the News 
Behind Our Headlines 


Washington Staff Report 

Like Topsy in Uncle Tom's Cabin, 
a good story generally can’t be manu- Petroleum Industry Indicators 
factured—it has to grow. 

Take, for example, one of our fea- Supply and Demand 
ture pieces this week on the develop- 
ment of a liquefied natural gas busi- The Industry 


ness. Our Washington editor, Andy Oil Building for Big Future in 1954 


a was - pe go ge “i seed Liquefied Natural Gas Is On Its Way 
codpeeair tes: ee Gasoline Additives—Yes or No? 


year and a half for the story to mature, 
although he did help somewhat with 
the cultivation. Trends 

It started back in November, 1952, Calling Oil Marketers—Radio Can Cut Costs 
when he was running down the Wash- 
ington reaction to a proposal to build Credit 
a natural gas line from the Middle Why Dealers Need Financial Training 
East to Europe. One of his finds was 
a World Bank engineer, Carl Flesher, 
who brushed off the line plan and 
elaborated, instead, on his own idea 
for liquefying the gas at the source Fuel Oil 
and moving it to points like London by : 
tanker. So Andy whipped up a column Spring Warmth Cuts Degree Day Totals 
piece on this international proposition. 

Then, several months later, came a Tires-Batteries-Accessories 
letter from W. L. Morrison from out There’s No Harm in Following the Crowd 
of Chicago. The story had to be kept Shell Launches Dealer Oil Bonus 
under wraps for a while, but, strange Phillips Lubes Enter West Coast 
as it may seem, he was working on the 
domestic application of the same prin- 
ciple that Mr. Flesher was expound- 
ing. So, through Andy, Messrs. Mor- 
rison and Flesher got together to check 
signals. 

Finally, the story blossomed out 
fully this month after Mr. Flesher re- 
turned from an on-the-spot appraisal Markets 
of Mr. Morrison’s operation on the Oil Market Review 
Gulf Coast. He was enthused with the Prices at Refineries and Terminals and by Tank Wagon 
domestic possibilities of the new in- 
dustry and figured it to be just about About Oil People 
the ideal stepping-stone to application 
of the liquefied gas principle on an in- 
ternational scale. 

The long wait had ended and Andy 
proceeded to harvest history. 


Financial 
1953 Was a Good Year for Oil Industry 


Equipment 
New Equipment 


Regions 
Interpreting the Oil News 


Coming Meetings 


Advertisers’ Index 
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THE NATIONAL CASH REGISTER’S many automatic features cut 
bookkeeping time, reduce expense for owner, Mr. E. Robert Wyatt. 


WYATT’S, clean and modern, gives customers fast, 
efficient service with a National System. 


“My C@lakional Control System 
saves me *2,100 yearly... 


pays for itself every 11 months 


“Taking inventory used to be a 
tedious, time-consuming job,”’ says 
Mr. Wyatt, “but since I installed a 
National Control System, it takes 
only a few minutes a day to check my 
automatically-classified sales against 
shelf stock. Furthermore, this gives 
me valuable sales information. 
**My National adds and totals the 
customer’s purchases, thus eliminat- 
ing mistakes in addition and build- 
ing good-will. Further, since all 
transactions—cash, charge, received- 
on-account, and paid-outs—are reg- 
istered separately, none can be 
forgotten. And the totals at the end 
of the day provide control never 


‘ig 


—Wyatt’s Esso Servicenter, West Point, Virginia 


before possible. 

**Each of my attendants now has 
his own separate sales total and cash 
drawer. I can now tell which man 
makes the most sales, and which is 
careful in the handling of money and 
records. All have a desire to work 
harder and do a better job. 

“IT conservatively estimate that 
my National System saves me $2,100 
annually, and has paid for itself 
every 11 months. Since then, it has 
added to my profits. Without hesita- 
tion, I recommend a National Con- 
trol System for any service station.” 

Mr. Wyatt’s National System 
gives him protection that saves 


money and information that makes 
money. Owners of other service sta- 
tions, both large and small, have 
had the same wonderful results. 
Check your classified directory for 
the number of your nearby National 
representative. He’ll visit your sta- 
tion and show you how much a 
National System can save you. Call 
him today. 


“TRADE MARK REG, U. 6. PAT. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


949 OFFICES IN 94 COUNTRIES 


NATIONAL PETROLEUM NEWS * 


April 21, 1954 





A DC) Mls eiaae 


Schooling for Jobbers—Texas Oil Jobbers Assn. is now 
working on a plan that would provide a full-time oil mar- 
keting management instructor to hold jobber training insti- 
tutes throughout Texas. This man would arrange for local 
instructors and use public school facilities for the classes. 
Jobbers would organize the study groups. A similar pro- 
gram may be organized on a nationwide basis by National 
Oil Jobbers Council. This would be part of NOJC’s avowed 
campaign to upgrade jobbers generally. American Petro- 
leum Institute may be asked for financial help to get the 
council’s program under way. 


* 


Fertilizer at Stations—A Midwest Independent who 
sold bagged coal at service stations as a winter sideline is 
now thinking of adding lawn fertilizer and grass seed for 
the spring and summer. He thinks that with real estate 
values soaring, every source of income for stations must be 
explored. At several of his outlets, the marketer built small 
“dog houses” to store 50-lb. bags of coal. One station sold 
more than 1,000 bags of coal this past winter. Several 
others sold 500 to 600 bags. 


Fuel Oil Demand Study—The University of Oklahoma 
will complete in the next few months an intensive study of 
distillate and residual fuel oil demand in the years 1926- 
1950. This will cover “changes in the use-structure and the 
geographical structure of the fuel oil demand—plus the 
factors that seem to have caused these changes.” Conducted 
by the university’s Bureau of Business Research, the study 
so far has involved 3,000 man-hours of work. One section 
will analyze in detail oil company efforts to forecast crud> 
and products demand. Robert O. Law, assistant director of 
the Research Bureau, believes excellent oil company re- 
sponse so far to 266 “forecast” questionnaires “attests to 
the interest in demand forecasting that is developing in the 
industry.” Study results will be published this summer and 
fall. 


Oil-Government Teamwork—The oil industry “will 
have to do its part” in keeping a “close and continuing 
liaison” with governments, says Joseph La Fortune, deputy 
administrator of the soon-to-expire Petroleum Administra- 
tion for Defense. PAD will be replaced by the Interior 
Department’s Oil and Gas Division, which Mr. La Fortune 
calls an “effective mechanism” for continued co-operation. 
He adds that the industry’s readiness to “render all assist- 
tance when and as needed” will be the “best way to solve 
immediate, short-range problems as they arise,” and to 
prepare for emergencies that may come “on a moment’s 
notice in the future.” 
* 


Williston Air Travel—Oil operations in the Williston 
Basin will get a lift if the Civil Aeronautics Board allows 
Frontier Airlines to serve seven Montana and North Dakota 
communities. A board examiner has recommended the 
service, saying it would help transport oil field supplies and 
oil company personnel. 
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LPG Tractor Use Up—Conversion of farm tractors to 
liquefied petroleum gas continues at a rapid pace. Indica- 
tions are that the trend will accelerate in the future. Lique- 
fied Petroleum Gas Assn. reports that farm tractors 
equipped for LPG operation increased nearly 23% last 
year. The association estimates 160,000 LPG tractors were 
in Operation at the end of 1953. And it says the number 
of LPG trucks, buses and stationary engines increased 32% 


Tubeless Line Clicks—Early reports are that Gulf Oil 
dealers are having good success selling tubeless tires, 
recently introduced at stations under the Gulf brand. 
District TBA men say dealers like the idea of having 
something different to sell. The sale of tubeless tires through 
oil company TBA channels was started last October, when 
Skelly Oil Co. introduced a Hood tubeless. 


Offshore Oil Obstacles—lIncentives will have to re- 
main strong if oil companies are to risk the necessary huge 
amounts of capital in offshore drilling, warns T. S. Peter- 
sen, president of Standard Oil Co. of California. He rejects 
the popular concept that offshore reserves are a bonanza 
just waiting to be produced. Citing high operational costs, 
Mr. Petersen says the necessary incentives include: (1) an 
adequate price structure for cure, (2) continuance of the 
27.5% depletion allowance, (3) adequate production rates 
permitted by state and federal regulatory bodies, and (4) 
favorable leasing and royalty terms. He adds that offshore 
oil, compared with dry-land production, “brings no greater 
price in the market and has no greater value to the refiner, 
just because it costs three times as much to find it, produce 
it, and get it to a shipping point.” 


Gasoline One-Two Punch—Gaseteria, Inc., Indian- 
apolis, is introducing two new gasolines at its 46 stations 
in Indiana and Louisville, Ky. Gaseteria President Russel 
S. Williams says one of the gasolines, B-100 Ethyl, contains 
many high aviation components, plus hydrogen fluoride 
alkylates. The other gasoline, B-100 Premium Quality, is a 
special blend, having some of the aviation components 
in B-100 Ethyl. 


Tanker Building Easier—The proposed 100% govern- 
ment insurance on ship mortgage bond issues will make it 
a lot easier to finance new oil tankers and other ships, 
according to Walter Maloney, president of American Mer- 
chant Marine Institute. A law passed last year limited 
coverage to 90% of the unpaid principal of a mortgage. 
The lending company had to carry the other 10%, which 
Mr. Maloney says is “unacceptable” to financial institu- 
tions. He thinks the new 100% proposal would “go a long 
way” toward meeting the problem of replacing obsolete 
U. S. vessels, including war-built oil tankers. 


For more Ahead of the News » 





you can't 
make a velvet purse 
from a sow’s ear! 


Almost 200 years ago, a wise Englishman 
named John Wolcot made this statement. 
Today it is as pertinent as ever, particu- 
larly when applied to motor oils and what 
additives can and cannot accomplish. 








If a motorist were to 
believe all he reads in 
today’s motor oil ads, 
he would be sinithesiie justified in concluding 
that just any crude oil could be made into 
a superior motor oil, simply by up-to-date 
refining and proper chemical additives. 


Nothing could be further from the truth. 


Any refiner must start with a really good 
crude oil if he expects to make a superior 
motor oil. It is impossible for anyone to 
“make a velvet purse from a sow’s ear.” 


Additives are important, of course. They 
do many important things to increase the 
lubricating efficiency of H. D. Motor Oils. 


But additives, in themselves, do not lubricate. 
They can be added to any oil. To very good 
oil. To very poor oil. 





THE QUALITY OF THE BASIC OIL DETERMINES 
THE KIND OF LUBRICATION A MOTOR GETS. 


That's why we are emphasizing this plain 
truth to millions of motorists in our 1954 
Association advertising: 


Today's BEST oils 
start with 
Nature’s BEST crude 


Just like the headline of this ad, here is a 
statement that all motorists will quickly 
understand ... And here, indeed, is the 
single BEST reason 
for you to stock and 
promote the sale of 

a brand of Penn- PENNSYLVANIA 
sylvania Motor Oil. en, eS 


ae 


Sea > 


100% PURE @ 





COPYRIGHT 1922 6.5 A OY PERS! VANE GRABt CREST OF ASSOCUTION 
‘TRADE MARK GERISTERED US PATENT OFFICE 


We are telling the plain truth about today’s motor oils to millions of motorists who read 
Saturday Evening Post, Collier’s, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION -: Oil City, Pennsylvania 
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AHEAD OF THE NEWS 


State Boosts Octanes—North Carolina is raising its re- 
quirements on minimum gasoline octane ratings from 81 
to 84 on regular grade, and from 87 to 89 on premium 
(Research method). C. D. Baucom, director of the state 
Gasoline and Oil Inspection Board, reportedly expects the 
new standards to make less attractive the blending of regu- 
lar and premium grades to produce a product sold as 
premium. W. A. Parker, secretary of North Carolina Oi! 
Jobbers Assn., says the state suspects “there might have 
been some such blending by unscrupulous dealers during 
recent years.” 





Green With Envy?—Tide Water Associated hopes mo- 
torists will be talking about the vivid emerald green color 
of its new Veedol 10-30 motor oil. Union Oil of California 
has much comment on its purple Royal Trition motor oil, 
called “purple passion” by competitors. Associated is telling 
dealers that the new Veedol should move well because 
there is now a “conditioned market” for 10-30 oil. 


California Conservation—Shell Oil Co. is now on rec- 
ord as wanting an oil conservation law in California. Shell 
President H. S. M. Burns says he would favor a law allow- 
ing operators to get together legally on engineering prac- 
tices and set up a self-administered system. Other West 
Coast majors favoring a conservation law are Richfield, 
Standard of California, and General Petroleum. Union Oil 
of California doesn’t like the idea. And the Texas Co. and 
Tide Water Associated haven't taken a stand. 


Military Bulk Plants—Marine Corps. air units will be 
getting 75 more “portable bulk fuel systems”—one to every 
Marine air squadron. Tested in Korea and found “very suc- 
cessful in combat,” the $30,000 systems have a rubber 
tank, hose, pump, filter separators, and dispensing units. 
The Marine Corps. has been depending on drums loaded 
from supply shops, a method found “very slow and ineffi- 
cient, and very vulnerable to attack.” 


NPN Staff 





Pipe Line Blocked—The crude oil pipe line that L. M. 
Glasco wants to build from Texas to California apparently 
will not get government support in the near future. The 
Defense Department has told Petroleum Administration 
for Defense that the pipe line would be desirable in war- 
time, but that it does not warrant a certificate of essen- 
tiality at present. PAD itself would like to see the line 
built, but does not think the situation calls for government 
backing. Office of Defense Mobilization has not acted on 
the Glasco proposal yet, but probably will be guided by 
these views of the Defense Department and PAD. 


Airlift No Help—West Coast oil men should not count 
on an Indochina airlift operation to make a sizable increase 
in military oil demand in their area. Here’s why: (1) it 
would take an airlift much larger than the Berlin Blockade 
operation to make a real change in present demand, (2) 
any increase might be met with oil purchases in the Middle 
East, in the Caribbean, or on the Gulf Coast, just as much 
as on the West Coast, and (3) there is no comparison with 
the Korean fighting, barring outright military intervention 
by the U. S. 


Aid for Small Companies—A bill to create a perma- 
nent, “Independent” Small Business Administration is now 
in the Congressional hopper. Introduced by Rep. Yorty 
(D., Calif.), the measure would boost the limit on SBA 
loans from $150,000 to $500,000. SBA is now due to 
expire in June, 1955. 


Market On Even Keel—West Coast oil supply and de- 
mand should be in good balance for the rest of the year, 
is the opinion of Reese H. Taylor, president of Union Oil 
of California. He says healthy oil stocks are “distributed 
among all products, without a heavy surplus concentration 
in any one product.” He adds that “cause for concern still 
exists,” because any sizable new rise in inventories, “would 
increase pressure on prices in this area.” 
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Now... mew, exclusive 


Air Lock brings “push- 


button” convenience to 


tire changing! 


As simple as ringing your 
doorbell . . . as foolproof 
as a light switch . . . that's 
the speed and depend- 
ability Big Four's emazing 
new Henderson Air Lock 
now brings to tire changing. 
No more fumbling and 


fussing with gadgets that BIG FOUR’S 
center and lock wheel... 


no more wasted time and HENDERSON AIR 
motion’. . . Big Four’s new LOCK AVAILABLE 
Air Lock does both jobs IN TWO NEW TIRE 
instantly, automatically. CHANGER MODELS 


And since both lock valve 
and release button are con- 
veniently located, there's 
no necessity to walk around 
machine. Time consuming 
steps are eliminated . . . 
changer operates in a 
minimum of space! 


Both economy-priced Standard 
Model and heavy-duty Super 
Model include Air Lock as well as 


BIG FOUR INDUSTRIES all the features that have made 
the present Henderson Model so 

Inc. popular. 
HENDERSON TIRE CHANGER DIVISION See Big Four's new Henderson 
models and the amazing Air Lock, 
5938 CARTHAGE AVE. CINCINNATI 12, OHIO yourself. Collyour jobber for a 
Overseas Division: 276 West 43rd Street, New York 36, New York demonstration; or write, wire or 


phone for the name of your near- 
est distributor. 
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WASHINGTON 


Some in Capitol Still Aren't Convinced 


Anyone in the oil industry inclined 
to rest on his oars because he feels that 
the industry has “established” itself in 
Washington should have been present 
at a recent meeting of the Senate Inte- 
rior subcommittee on appropriations. 

The chairman was Senator Guy 
Cordon (R., Ore.). It soon became ap- 
parent he wasn’t very familiar with the 
oil industry. 

For example: “Do you mean to tell 
me,” he roared, “that we used more 
gasoline in 1946 or 1947 than we did 
in any year during World War II. That 
doesn’t make sense.” When the annual 
demand figures were read, he appeared 
slightly abashed. 

Another example: “Why do we need 
an Oil and Gas Division to help the 
Office of Defense Mobilization when 
there already is an organization to do 
that?” he demanded. After an aide 
hurriedly whispered that OGD was 
meant, to replace, not duplicate, the 
work of the PAD, the Senator switched 
quickly to another topic. 

And again: 

“What is this talk about OGD 
co-ordinating the work of 40 other 
government agencies on petroleum 
matters? What agencies besides the 
military have any concern with petro- 
leum except to buy some gasoline for 
their cars?” 

When the PAD officials assured him 
there were a great many other agen- 
cies engaged in some form of activity 
affecting oil, the Senator said if they 
would furnish him a list to prove their 
point, he would “go along” with their 
budget request. 

It did not appear the Senator was 
deliberately trying to belittle the OGD 
nor the industry. It was simply that he 
wasn’t very well acquainted with the 
basic facts. 

As various points were explained to 
him, it seemed that he grew more ap- 
preciative, and some observers specu- 
lated he would recommend a restora- 
tion of at least a fairly large part of 
the $200,000 cut passed by the House. 


Nothing ‘Just Happens’ 


Further accenting the need for oil 
to be strongly represented here, is the 
fact that nothing in Washington hap- 
pens automatically. The industry has 
had, and will have to continue, to push 
and fight for even the slightest con- 
cessions. That’s because government 
works the way it does—lots of red tape 
and formality. 

In switching over from PAD to 
OGD, for example, the foreign petro- 


leum supply agreement has to have a 
slight and technical amendment—sub- 
stituting “Assistant Secretary of the 
Interior” and “Director of the Oil and 
Gas Division” for “Deputy Petroleum 
Administrator.” But here’s what PAD 
had to go through to get this done: 

Get a stipulation from the Defense 
Department that the continuation of 
the agreement was essential to defense 
mobilization and national security; 
submit the proposed change and the 
military view to the Office of Defense 
Mobilization; have ODM submit the 
request to the Attorney General; have 
the latter get a ruling from the Justice 
Department’s anitrust division that no 
violation of the antitrust laws would 
be involved. 

Then, following a “green light” from 
that division, the Attorney General 
checked with the Federal Trade Com- 
mission to make sure that it had no 
“restraint of trade” or “monopoly” 
objections. Finally, ODM was given 
the all-clear signal to go through the 
rigmarole of inviting the same com- 
panies to participate in the same agree- 
ment. 

And such frustrating ceremonies get 
even more laborious and drawn out 
unless somebody is around to ride 
herd on them, somebody with the best 
interest of the government and the 
industry in mind. 


McKay Holds Loose Rein 

Interior Secretary Douglas McKay 
not only is a forthright advocate of 
decentralizing government, he also 
dislikes holding a tight rein on sub- 
ordinates. 

A highly placed Interior official has 
given us this insight into Mr. McKay’s 
idea of how a boss should function: 

“I had never worked for anyone in 
my life before (having had his own 
law business) and that was the big 
thing that worried me about taking 
this job. I was afraid, more than any- 
thing else, of not being able to take 
a lot of ‘bossing around.’ 

“Well, with the secretary, I’ve found 
that I still am pretty much working 
for myself. We have a get-together 
once a week to discuss policy matters 
and problems. But, when he assigns 
a man a certain responsibility, he ex- 
pects that man to do the job right. 

“I let him know, of course, about 
anything that I feel he should be 
briefed on in advance but, generally 
speaking, he lets a man run his own 
shop and take the responsibility.” 


By NPN Washington Staff 
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WHY $12,000- 
$20,000 JOBS 


ARE THE EASIEST 
TO GET TODAY 





Here Are Some Surprising Facts 
About the Serious Shortage 
of High-Salaried Executives 





What You Can Do To Qualify 
for Top-Level Jobs 
Open Right Now 


SURPRISING as it may seem, the really 
big jobs today are the hardest to fill—and 
the easiest to get. Men who can handle top- 
management jobs can now choose from any 
number of openings that pay $12,000, 
$15,000, $20,000, or more. 


It was J. K. 
famous 


expert, who went 
after the facts 
about this scarc- 
ity of qualified 
men for high-sal- 
atied jobs. Poll- 
ing the heads of 
companies in 
many fields, 
he consistently 
heard from them 
the same answer. 
What men in the 
middle brackets 
need to make the high-salary grade, these 
men told Mr. Lasser, is a general, well- 
rounded knowledge of business procedure. 


Gives working methods of top men 








J. K. LASSER 


This simple answer Mr. Lasser an idea for « 
brand-new = that would literally lead men out of the 
$5,000-$10, plateau and into the jobs. He asked 

foremost men in every field to reveal working methods 
that have brought success in marketing, public relations, 
accounting, budgeting, insurance, and “‘know-how’’ in 
every business procedure for top management. 

Mr. Lasser consulted only top men, such as business 
analyst Roy A. Foulke, Vice-president, Dun and Brad- 
street; marketing expert Marion Harper, &r.; nineteen 
executives mationnily known for their successful methods 
Then he simplified and “‘boiled down’ this _— £ 
knowledge into J. K. Lasser’s BUSINESS MANA 
MENT HANDBOOK. 


What you learn from these executives 


Through this book the businessman is able to view 
each ee \ > from the top down, with an 

earns to talk, think, and plan 
with the | kind of well rounded authority expected of top 
management. 

In this book you learn streamlined methods of distri- 
bution, how to design systems for internal control of 
business, how control operations through budgeting. 
how to avoid business frauds, how to cut paper work in 
half—to mention only a few helps. Men who truly want 
to get ahead can readv themselves for the next step up 
with this HANDBOOK. 


See this Handbook 10 days FREE 


r 
| MeGRAW-HILL BOOK CO., Inc. Dept. nP4-21 | 
330 W. 42nd St., N. Cc. 36 
Send me Lasser’s BU sb MANAGEMENT | 
| HANDBOOK for 10 days’ examination on approval. 
In 10 days I will remit $8.50 plus few cents for 
very or return book postpaid. (We pay for de- 
| | ay | if you remit with coupon; same return privi- 
liege.) 


(PRINT) 


| 
! 
| 
1 same ove occceessesbowes . es ‘ 
| 
| 
! 
| 


BORED vcccccetecccccnsebdtourssccs, .sesese 
! 











NPN PRICE AVERAGES* 
Refinery /Terminal 
(¢ per gal.) 
Apr 15 Mar 19 Apr 13 
1954 1954 1953 
11.85 11.69 11.65 
10.48 10.57 10.17 
9.09 9.18 8.69 
3.93 4.00 3.47 
rinci 
eine 8.99 8.95 8.68 
Lube oil 16.98 17.07 18.0 
Crude at 


well ($ 

per bbl.) 2.82 2.82 2.63 
*Weighted average price, prin- 
cipal markets. 


Week Week 


Oia) weexty PETROLEUM STATISTICS ‘Arp Bgl ox th 
1954 1953 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) . 179,729 177,833* 159,893 
Distillate fuel oil (thous. bbl.) ... . 57,772 64,794* 60,693 
Kerosine (thous. bbl.) 17,269 18,620* 18,685 
Residual fuel oil (thous. bbl.) 43,833 45,973 40,663 
Crude oil—B. of M. (thous. bbl.) . . 269,236 263,174 274,964 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 6,759 6,883 6,705 
Foreign crude included (thous. bbl. daily) 580 541 575 
% of refinery capacity operated 83.5 85.3 87.6 
Refinery Output 
Gasoline (thous. bbl.) Pale ey a: 22,898 22,833* 22,098 
Kerosine (thous. bbl.) 2,369 2,649* 2,545 
Distillate fuel oil (thous. bbl.) hc e vid ee 9,399 9,931* 9,722 
Residual fuel oil (thous. bbl.) ; : 8,451 8,362 8,723 
Crude Supply 
U. S. crude oil production (thous. bbl. daily) ee 6,461 6,352 6,171 
Crude oil imports (thous. bbl. daily) 683 574 512 
*NPN estimate, ex-Jet fuels 


ma) MONTHLY MARKET TRENDS Latest Previous Year 
Month Month Ago 


Petroleum products in secondary storage (thous. bbl.) 46,831 (Feb.) 49,951 47,419 
Exports of crude and refined products (thous. bbl.) . . 12,776 (Feb.) 10,165 12,754 
Average station gasoline price, ex tax (¢ per gal.) . 21.60 (Apr.) 21.60 20.77 
Gasoline consumption (million gal.) ........ i es 4,104 (Dec.) 3,916 3,862 
Service station building permits (number) ohg 370 (Feb.) 355 227 
Passenger cars—domestic shipments (thous.) 457 (Feb.) 434 467 
Trucks and buses—domestic shipments (thous.) 90 (Feb.) 84 86 
Automotive replacement tire shipments (thous.) 3,577 (Feb.) 3,993 3,895 
Replacement battery shipments (thous.) a@ 1,791 (Jan.) 1,890 1,571 
Oil burner shipments (thous.) haa 45 (Dec.) 62 53 





NATIONAL PETROLEUM NEWS * April 21, 1954 














SUPPLY AND DEMAND Ii 


Peak Gasoline Use in 1953—With 


a total of 49,467,100,000 gal., U.S. 
gasoline consumption in 1953 hit a 
new high. It exceeded 1952 use by 
6.5%. The API report included 
gasoline for all purposes—motor 
vehicles, aircraft, stationary en- 
gines and tractors. However, about 
88% is used on the highways by 
the nation’s 55 million passenger 
cars, trucks and buses. (For a break- 
down of gasoline consumption by 
states, as of December, 1953, refer 
to NPN, March 24, p. 58.) 


Texas Allowables Cut—The Texas 


Railroad Commission ordered a re- 
duction in the state’s crude oil pro- 
duction for May. The new quota 
wipes out three-quarters of the gain 
allowed Texas producers in the last 
two months. May allowables are 
2,903,341 b/d. This is 192,915 b/d 
under the average allowables for 
week ended April 10. Fields gen- 
erally will operate 17 days in May. 
Purchasers unanimously requested 
the cut. Sun Oil Co. recommended 
19 days, Gulf and Sinclair asked 
for 18 days. All others favored 
the 17-day schedule. Commission 
Chairman E. O. Thompson noted 
that the nation’s crude _ stocks 
reached 268,547,000 bbl. on April 
3. The total reflected a raise of 
6,613,00 bbl. in four weeks. Of 
this increase 5,346,000 bbl. came 
from Texas. 


12th Gasoline Stock Peak Hit— 


A new ail-time high in gasoline 
stocks was reached in week ended 
April 10 as inventories climbed to 
179,729,000 bbl. (excluding jet 
fuel). The increase added 55,000 
bbl. Refinery runs, according to 
API statistics, were practically un- 
changed from the previous week. 
Output of all major products, ex- 
cept distillate fuel, showed an in- 
crease. Stocks of both kerosine and 
distillate fuel declined, while resi- 
dual fuel rose. 


Oil Imports Climb — Total U.S. 


crude oil and products imports rose 
223,000 b/d in week ended April 
10, compared with the week be- 
fore. They totaled 1,050,000 b/d. 
East of California imports were up 
160,700 b/d. California imports 
rose 63,100 b/d. Tabulations show 
a total U.S. increase for February 
with an average of 1,155,000 b/d. 
This compares with the 1,107,000 
b/d reported for January. 











THE INDUSTRY’S BEST 














iS YOURS WHEN YOU SPECIFY 


WARREN 


EMERGENCY VALVES 


Quick - Detachable 
Aluminum Bonnet 


Leakproof, Light- 
weight Welded 
Seamless Steel 
Tube Construction 


The heart of the performance-proved 
WARREN Emergency Valve System for 
petroleum tank-trucks and trailer-tanks 
is this dependable, fabricated WARREN 
air emergency valve. Its compact, 
modern design eliminates the potential hazards of leaky podine and stuffing 
boxes, of ‘ous castings, etc., that can develop in a ex oldstyle construc- 
bry > "(WARREN Emergency Valve is protected by U.S. Patent No. 2589346; 
ARREN Emergency Valve System by U.S. Patent No. 2600977). 


‘You can see at a glance some of the unique construction 
features of WARREN Emergency Valves. Others are evident only 
on closer inspection or in actual use. 

All of these features have been developed and engineered into 
WARREN Valves to provide greater service and longer life—to 
insure maximum safety with trouble-free operation—at low original 
cost and with virtually no maintenance expense. 

Proof of their performance is shown in the preference for 
WARRENS as expressed in purchases by leading transport equip- 
ment manufacturers, by safety-conscious oil companies and trans- 
porters, large and small. 

How about you? Can you afford to provide less than the best 
possible protection for your equipment and your drivers . . . for 
your delivery points . . . for the general public? 

To get the Industry’s best valve value: Install WARREN Emergency 
Valves on your present equipment—Specify the WARREN Emergency 
Valve System on your new equipment. 









Write for Complete Information Today! 
Manufacturers of the New Snap Seal 
Clearance Lights and Custom Built 
Machinery Since 1901. 


BEIIS MACHINE CO. U 


PENNSYLVANIA 


WARREN 
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NEOPRENE ADDS EXTRA LIFE 
tank truck hose... 








NEOPRENE 
TUBE 


does not disintegrate in 

contact with oils, gasoline, 

kerosene, butane and : ; 

most chemicals. Smooth NEOPRENE 

and tough, the tube as- cat i 

sures a fast flow rate... COVER 

does not develop mushy ; can take severe flexing 

spots that weaken hose. 3 . ‘ig without cracking .. . re- 

2 sists sunlight, checking and 

weathering. The rugged 
cover withstands abra- 
sion, cutting and chipping 
from rough handling . .. 
retains these properties 


throughout a long service 
life. 





oe 





CARGO LOADING HOSE FUEL OIL HOSE CURB PUMP HOSE 
with smooth neoprene tube has fast flow with neoprene cover withstands dragging with neoprene cover and tube gives exceptional 
rate sets service records in handling over rough surfaces, even when wet with service. The smooth cover resists abrasion, 
oil products and many chemicals oil. Neoprene tube resists the softening sunlight and weathering . . . remains flexible, 
and swelling action of fuel oils easy to handle 


FLEET OWNERS depend on _siopetroleum industry, neoprene Next time you order hose, make 
tank truck hose made with neo- _ hose is contributing to efficient sure it’s built to last . . . with 
prene tube and cover for fast, operation and reduced costs. neoprene tube and cover. 
sure delivery of petroleum and 
chemical products. They know 


FREE! THE NEOPRENE NOTEBOOK 
that neoprene provides the rug- FE 0 P 4 F iy F Every issue contains illustrated case histories, in 


. teresting stories, new applications of neoprene. 

gedness needed for long service The rubber made by Clip and mail this coupon to E. |. du Pont de 
Nemours & Co. (inc.), Rubber Chemicals Division 

life under tough operating con- Du Pont since 1932 NP 4, Wilmington 98, Delaware. 


ditions. 


Name . Position 








This confidence in neoprene Firm 
i ; . Address 
is not restricted to tank truck [ReNeereerssr 
operators. In every phase of the 





THROUGH CHEMISTRY 
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CAPITAL SPENDING IN U.S. OIL INDUSTRY 


Actual 1953 Plans 1954 
% of 
Total* 


$4,225,000,000+ 


% of 
Total* 


% of 
Change 


$4,563,000,000};+ 8.00 





TOTAL 





Marketing 507,000,000 547,560,000 --8.00 





Refining 25 1,056,250,000 1,277,640,000 4-20.96 








Transportation 11 464,750,000 319,410,000 -—-31.27 





Drilling and 


production 52 2,197 ,000,000 50 


Other 3 


2,281,500,000 
136,890,000 


* Breakdown of total capital spending as given by oil companies reporting in McGraw-Hill Economics 
Department survey. 


+3.85 














+ Estimate by Frederick G. Coqueron, Petroleum Department, Chase National Bank. 
tt Calculations by NaTIONAL PETROLEUM News based on plans (and percentage breakdown) reported to 
McGraw-Hill Economics Department and applied to Coqueron total for 1953. 


Oil Building for Big Future in 1954 


The U.S. oil industry this year will make the largest dollar 
outlay for plants and equipment in its history. 

e industry plans to spend a whopping $4.5 billion—up 8% 

over the previous peak year of 1953. That $4.5 billion, to prepare 


for growing demand in the na- 
tion’s expanding economy, will 
be more than one-fifth of the 
$21.5 billion in capital expendi- 
tures planned by all U.S. indus- 
try this year. 

Biggest oil gains over last year will 
be in refining and marketing, as the 
industry polishes its weapons for 
sharper competitive fights ahead. The 
decline in transportation expenditures 
results, not from retrenching policies, 
but from the 1953 completion of many 
pipe line and tanker building pro- 
grams. 

The oil industry in 1954 (as meas- 
used by NATIONAL PETROLEUM NEWS 


and a McGraw-Hill survey of busi- 
ness planning) shares a growing spirit 
of optimism with industry generally. 
Businessmen are looking beyond cur- 
rent sales declines to new highs in 
prosperity in the next few years. 

The facts in the chart above and in 
this report show a healthy future 
for oil companies from the station 
pump back to the well. 

Competition Keen—This promise of 
good business doesn’t mean a free ride 
for anyone. Jersey Standard’s Chair- 
man Eugene Holman and President 
M. J. Rathbone echoed a widespread 
opinion when they told Jersey stock- 


April 21, 1954 + NATIONAL PETROLEUM NEWS 


holders earlier this month: 
“Competition is sharp. It’s getting 
sharper. Jersey and its affiliates are 
meeting this condition by continuing 
their efforts to make products better 
and to develop new ones, and to lower 
production and distribution costs.” 


OIL INDUSTRY PLANNING 


Jersey Standard is doing something 
else. It’s going to make capital ex- 
penditures this year of $580 million— 
$71 million more than in 1953. Al- 
though it is the biggest oil company of 
them all, Jersey is merely typical of 
many others in its 1954 expansion 
planning. 

A big target for oil industry capital 
expenditures this year will be refining, 
to increase product quality. Operations 
all along the line will be streamlined 


13 








THE INDUSTRY 


to get these products to the consumer 
with as little expense as possible. 

Socony-Vacuum says, for example, 
“We expect that in 1954 and 1955, 
Socony-Vacuum, as well as other com- 
panies, will direct a larger share of 
capital expenditures into new refinery 
process equipment for product quality 
improvement. 

“Concurrently, it is likely that the 
industry will continue to devote atten- 
tion to the improvement of transporta- 
tion, distribution and marketing facili- 
ties so as to increase efficiency and 
reduce costs.” 

Shell Oil, with proposed capital 
expenditures of $232 million for 
1954, predicts this high level of ex- 
penditure will continue through 1955, 
“with some tapering off expected 
thereafter.” 

“Capital expenditures by Standard 
of Indiana topped $209 million in 
1953 and “are projected to be even 
higher in 1954 and 1955.” 

Richfield (Los Angeles) predicts a 
drop in its expenditures, but says its 
investment again will be “abnormally 
high.” 

Ashland joins the general industry 
in feeling that “much progress is ex- 
pected during the next two years in 
the modernization of refineries” (al- 
though Ashland’s estimated expendi- 
tures are down more than one-third 
from 1953). 

In their 1953 annual reports and in 
replies to an NPN survey, some of the 
oil companies give this picture of 1954 
spending: 





Capital Expenditures 
(Millions of Dollars) 


Proposed 
Company 1953 1954 


Ashland $23.8 $14.0 
Atlantic 82.1 84.0 
slightly 

Continental 84.29 higher 
Deep Rock 4.5 3.7 
Gulf 222.0 250.0 
Mid-Continent 17.0 18.0 
Phillips .. 169.6 lower 
SL hs 0nd ei 42.0 
Richfield somewhat 

(Los Angeles) 62.9 less 
Shell 237.7 232.0 
Sinclair .. 146.8 130.0 
Standard of 

Indiana : 209.1 
Standard of 

New Jersey . 508.7 580.0 
Standard of 

Ohio . . 3 37.0 40.0 
Sun .. ea | 70.3 
Texaco : 229.9 275.0 
Tide substantial 

Pr 48.2 gain 
Union Oil 

of California 71.6 93.0 


higher 
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GENERAL INDUSTRY OUTLOOK 

The favorable prospect for oil also 
applies generally to other industries. 
The nation’s industrial economy is 
strong. And it promises to grow 
stronger, with industry plans geared 
to rising sales over the long term. 
This conclusion, from the McGraw- 
Hill Economics Department’s 7th an- 
nual survey of “Business Plans for 
New Plants and Equipment,” means 
good news for oil companies, whose 
business health is so closely geared to 
that of U.S. industry. 

The McGraw-Hill survey gives oil 
men a look at the kind of industrial 
climate they may expect to work in 
during the next few years. It also 
offers oil men a guide to the business 
planning of other industries, which 
face the same over-all economic 
problems. 

Spending in 1954—U.S. Manufac- 
turing industries expect to spend $12.3 
billion for new plants and equipment 
this year—about the same as in 1953 
—despite a predicted decline in sales 
of 2%. 

And the $21.5 billion total ex- 
penditure planned for 1954 by all 
U.S. industry is only 4% less than the 
record amount actually invested in 
1953. (This total does not include 
expenditures by trade, finance, service 
and construction industry that are in- 
cluded in the estimates of capital 
spending published by the Department 
of Commerce.) 

Although capital expenditures will 
be down this year, they still will repre- 
sent a high level of spending. In 
general, the large companies plan to 
spend more for plans and equipment 
this year than last. It is the smaller 
companies that plan to cut spending. 

Looking Ahead—Over the long run 
—1955 to 1957—the nation’s industry 
already has preliminary plans to spend 
an average of $17.5 billion a year for 
new plants and equipment. Actual 
expenditures may well be considerably 
higher. , 

Why is general business still ex- 
panding rapidly and spending heavily 
for new plants and equipment in the 
face of declining sales? One reason 
seems to be that businessmen are look- 
ing beyond the current letdown in 
sales to new growth in the future. 
Although manufacturers as a group 
expect a 2% sales decline this year, 
they expect sales to pick up in later 
years. The average manufacturing 
company expects that by 1957 its sales 
will be up by 12% over 1953. And 
some industries, like oil, predict sales 
gains this year. They include the food, 
chemical and electrical machinery 
industries. 

Important in plans for expanding 


capacity is the aim of individual com- 
panies to increase their share of the 
market. In industry after industry, 
companies say their sales will expand 
much faster between 1953 and 1957 
than will the sales of their competitors. 
Manufacturers think sales will increase 
by 4% between 1953 and 1957. But 
they expect sales of their own firms 
to grow fully three times as fast. 

Evidence of the intense competition 
to come is the division of capital 
spending plans between expansion, 
and replacement and modernization. 
Business is putting greater emphasis 
than in recent years on modernizing 
or replacing older plants. It’s a form 
of cost-cutting—an essential for many 
companies in the competitive period 
they see ahead. 

Investment Leeway— Manufacturing 
companies say they have considerable 
freedom in adjusting capital spending 
plans—either up or down—if business 
conditions change. The manufacturing 
industry reports its 1954 investment 
program is 15% below the maximum 
that could be spent under ideal condi- 
tions. And planned investments are 
nearly double the minimum the indus- 
try would spend if sales dropped badly. 

Planning Ahead—A great majority 
of companies can now give at least 
preliminary estimates of capital ex- 
penditures for the future. This year, 
more than 90% of the companies 
surveyed were able to estimate their 
capital spending for the next four 
years—compared to 81% in 1953 and 
65% in 1952. But fewer companies 
than in the past now plan their capital 
expenditures in detail for two years 
or more in advance. This decline in 
detailed advance planning probably 
reflects the completion, or near com- 
pletion, of the big, long-range expan- 
sion programs started after the Korean 
war broke out in mid-1950. About 
17% of the companies now plan 
capital expenditures for five or more 
years into the future (compared with 
2% in 1953 and 1952). This five-year 
planning is most common in the oil, 
steel and electrical machinery indus- 
tries. 

Depreciation Policy — Most manu- 
facturing companies (including oil) say 
they usually reinvest all of their 
depreciation allowance in new plants 
and equipment. If depreciation allow- 
ances were to be substantially in- 
creased, about 55% say they would 
spend more for new plants and equip- 
ment. About 31% would rely less on 
outside funds, while 27% would re- 
duce outstanding debt. (Some compa- 
nies listed more than one course of 
action.) Oil refiners are most inter- 
sted in reducing dependence on new 
outside financing. 
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THESE BARGES, being built on the Gulf Coast, will haul cargoes of liquefied gas to waiting markets in the North 


Liquefied Natural Gas Is on Its Way 


New competition for fuel oil, liquefied petroleum gases and coal 
is being born on the Gulf Coast off Mississippi. 

There work is progressing smoothly on eight specially-constructed 
barges to move liquefied natural gas from the wellhead to meet the 


fuel demands at the Chicago 
stockyards. 

Water transportation of natu- 
ral gas never has been done be- 
fore. But this operation appears 
to have overcome what had hith- 
erto been the big stumbling 
block—an economic way of liq- 
uefying and insulating the gas 
and moving it to market at at- 
mospheric pressure without los- 
ing the product. 

The “father” of this new industry 
is W. L. Morrison, a wealthy Chicago 
businessman. He and his associates 
have developed an operation that is 
expected to be running like this within 
the next few months: 

A special waterborne liquefaction 
plant will compress and supercool the 
natural gas (down to minus 258 deg. 
Fahrenheit) for transfer to the barges. 
Each barge will have five storage 
tanks with capacity per tank of at 
least 7,000 bbl. of liquefied .gas 
Storage will be under atmospheric 
pressure, with one thickness of balsa 
wood inside the tanks insulating 
against any heat encroachment that 


would vaporize the product. The 
barges will be fueled by the gas 
that does evaporate—total “loss” 
is said to be just short of actual fuel 
needs. At Chicago, the gas will be 
vaporized for use in power generation, 
with just enough product kept in the 
tanks for the return voyage and to 
keep the tanks at the low temperature. 

Government engineers and fuels ex- 
perts in Washington are keeping a 
close eye on the operation and specu- 
lating on how it might ultimately fit 
into the fuels picture, domestic and 
international. One specialist has ex- 
amined the operation first-hand and 
is extremely enthusiastic over its pos- 
sibilities. 

Mr. Morrison and his associates 
are close-mouthed as to any possible 
expansion plans, although they point 
out that their system will be available 
to interested parties on a _ royalty 
basis. 

How It Shapes Up—But here’s the 
way that government experts and 
some industry observers size up this 
new liquefied gas operation as to its 
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potentialities in relation to competi- 
tion with other fuels: 

It would seem to be ideally suited 
for the cities on the East Coast, 
in Florida, the southeast and in New 
England that employ relatively costly 
manufactured gas (from fuel oil or 
coal) to operate the public utility sys- 
tems. Also a potential target for com- 
petition would be the cities using pro- 
pane in the gas mains. 

The amount of gas to be supplied 
the stockyards would seem to be more 
than enough to handle the total re- 
quirements of any number of smaller 
cities. Freeport, Ill., for example, has 
a population of about 22,467, with 
annual gas sales running about 412 
million cu. ft. (About 1.1 million cfd.) 

Liquefied gas, however, is not ex- 
pected to threaten present home-heat- 
ing markets directly. In other words, 
it is not felt that any city not having 
a gas system now would undertake 
to install one to handle this new prod- 
uct. High installation costs are said 
to represent the main deterrent. 

Indirectly, however, the new opera- 
tion could help take the steam from 
one big selling point of fuel oil mar- 
keters—that oil heat is more reliable 
and not subject to interruptions as 
other fuels, such as natural gas. Al- 





THE INDUSTRY 


ready, Mr. Morrison says, he has re- 
ceived a “tremendous” show of inter- 
est from natural gas companies. Part 
of their interest would center around 
the possibilities posed for utilizing 
capped-in gas in remote fields. 

But there’s also the big angle that 
this might solve the storage problem 
in market areas where underground 
gas storage is not possible. And even 
in areas where the caverns are avail- 
able, aboveground tanks of liquefied 
gas might be used to supplement 
underground facilities. 

An Obstacle—One big roadblock to 
acceptance of liquefied gas storage, 
however, will be the memory of the 
Cleveland tragedy a number of years 
ago when a horroble fire destroyed life 
and property in the heart of the city. 
But that experiment in aboveground 
storage was “a tragedy of errors.” 

The product was in an inner tank 
which was surrounded by cork insula- 
tion, with another steel shell covering 
everything. But the inner tank gave 
way—probably because it was ren- 
dered dangerously brittle by the ex- 
treme cold—and everything went up. 
The mistakes also were made of in- 
stalling the tanks in the heart of the 
city and failing to surround them 
with dikes. 

The Morrison storage technique, 
however, is said to pose no more of 
a safety threat than you have from 
any other hydrocarbon, and the hand- 
ling should be even safer for such 
pressurized gases as butane and pro- 
pane. 

The steel tank is completely sep- 
arated from the liquefied gas by a 








What Is Liquefied Gas? 


Liquefied natural gas should 
not be confused with liquefied 
petroleum gases (butane and 
propane). The latter gases have 
to be handled in pressurized 
containers. 

Liquefied gas, however, is con- 
tained under atmospheric pres- 
sure in standard steel shells that 
have been heavily insulated in 
the interior. The reduction from 
a gas to a liquid (at a volume 
ratio of 600 to one) is accom- 
plished by a recognized process 
of compressing and cooling 
(down to minus 258 deg. Fahren- 
heit). 

Once you have the liquid, 
however, pressure is no longer 
needed. Insulation will preserve 
the liquid state. 











balsa wood insulation that is glued 
to the inside walls in laminated sec- 
tions and then hammered into a one- 
ft. thick smoothness. 

Along with the thermal-setting glue, 
special tricks are used to install the 
insulation. The liquefied gas does not 
permeate the balsa and the insulation 
is expected to last indefinitely. 

The Safety Factor—These are some 
other points used to stress safety as- 
pects of the Morrison storage tech- 
nique: 

Liquefied gas cannot explode. Com- 
bination of air and gas in the vapor 
space can explode but this hazard is 
reduced because there is no inward 
breathing of the tank and the use of 
carbon dioxide as a frozen inert at 
the bottom of each tank would auto- 
matically purge any remaining vapors. 

What They Plan—Other significant 
details of the Morrison operation in- 
clude the following: 

The eight barges will operate on an 
11 to 14-day roundtrip cycle between 
the Gulf and Chicago. While two 
barges are discharging 18 million cu- 
ft. daily in Chicago, two others will 
be loading at the Gulf and the balance 
of the fleet will be en route. 

Vaporizing will be accomplished in 
Chicago by using a warm brine solu- 
tion which, in turn, will be cooled and 
used as a refrigerant. 

Although the refrigerant angle en- 
hances the economic prospects of the 
operation, one of the engineers in- 
volved, Edward Brown, emphasizes 
that the project “is not contingent” 
upon refrigeration. Another expert 
ventures that for most other uses the 
liquefied gas (which is reduced in 
volume at a ratio of 600 to one) could 


‘ be vaporized just by circulating air 


through an aluminum heat exchanger 
at the bottom of the tank: 

Cost data are shielded but the op- 
erators say that the investment on 
liquefaction equipment, barges, tow- 
boats and evaporating equipment 
would be less than that required to 
lay a pipe line to deliver the same 
amount of gas. They say that a study 
of one large pipe line project showed 
that the barge or tanker system would 
require an investment of less than half 
to do the same job. 

In this connection, it also is noted 
that, aside from cost comparisons, the 
Morrison operation offers greater flex- 
ibility in reaching markets and in tap- 
ping new supplies as fields become 
depleted. 

Mr. Morrison will be using gas 
from his own wells to supply the 
stock yards. But, although reluctant 
to reveal his own plans for marketing 
expansion, he admits negotiations “are 


being carried on” to obtain Venezue- 
lan gas. Apparently, this would entail 
tanker movements from gas absorp- 
tion plants in that country to the 
U. S. East Coast. 

Would Market—There is another 
international aspect to the liquefied 
gas possibilities. One of the experts 
interested in the Morrison operation 
is Carl Flesher, an engineer with the 
International Bank for Reconstruction 
and Development (World Bank). Ac- 
tive in tanker construction for the 
Maritime Commission during World 
War II, he long has nursed the idea 
(although independently of Mr. 
Morrison until a few weeks ago) that 
natural gas, mainly from the Middle 
East, could be liquefied to supply var- 
ious points in Europe—London, for 
example—with fuel costing only 
about one-half the price of manufac- 
tured gas. 

Mr. Flesher believes that the lique- 
fied gas possibilities would end any 
serious thinking about a proposed gas 
line from the Middle East to London 
(or Paris). He feels that the liquefied 
gas idea is much more flexible and 
presents far less in the way of political 
hazards and the need for initial cap- 
ital investment. 


Flesher’s Plan—Here are the rough 
details of Mr. Flesher’s proposal: 

Supplies available would be at least 
500 million cu. ft. daily that are being 
flared in the Middle East for lack, 
thus far, of a practical means of trans- 
portation to markets. 

Of the 500 million, about 100 mil- 
lion would go to run the liquefaction 
plants and vessels, leaving about 400 
million to be supplied to London or 
other points. Pipe line would run 
from Kuwait to a point on the Red 
Sea below the Suez Canal—all 
through Saudi Arabia, so no politics 
would be involved. and tankers would 
bring the investment total to about 
$350 million, compared with at least 
$425 million for the gas line. (Mr. 
Flesher thinks his figures are “more 
realistic” than those for the line pro- 
posal and maybe even leaned too 
much the other way.) 

Mr. Flesher also has an alternate 
plan to dispense with the pipe line 
portion of the tanker operation and, 
instead, use tankers entirely for hauls 
from the Persian Gulf. This would 
call for an investment of somewhat 
less, with laid down cost pretty much 
the same as with the pipe line-tanker 
combination. 

Mr. Flesher notes that either of 
these plans would lay down gas in 
London at a price (around 50c per 
Mcf) comparable for pipe line gas at 
the U. S. East Coast. 
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Pan American Merger Vote Set 


By the end of the first week in May, 
the proposed merger of Pan American 
Petroleum and Transport Co. into 
Standard Oil Co. (Indiana) will be 
decided. 

Pan American stockholders will 
vote on the merger plan April 21 in 
New York, and Indiana Standard 
stockholders will cast their ballots 
May 6 in Whiting, Ind. 

If both sides approve, the stock 
transfer will be at the rate of 0.777 
share of standard stock for each share 
of Pan American and will result in 
the issuance of 777,716 new Standard 
shares (15,386,519 now are outstand- 
ing). 

If stockholders of both companies 
aprove the merger, as is expected, it 
will become effective June 6. Standard 
already owns 78% of Pan American’s 
outstanding shares, including subsid- 
iaries, the company is valued at $281 
million. 

Under the terms of the agreement, 
Pan American already has transferred 
all stock of Pan American Refining 
Corp. (a wholly-owned subsidiary) to 
American Oil Co. Following the ef- 
fective date of the merger, other sub- 
sidiaries—Lord Baltimore Filling Sta- 
tions, May Fuel Oil Corp. and Mexi- 
can Petroleum Corp. of Georgia— 
will be liquidated into Amoco. 

American Oil, a major marketer 
in 8 eastern states and the District of 


Columbia will be directed and wholly 
owned by Standard. 

If the merger goes through, the 
Jacob Blaustein interests—who hold 
19.2% of Pan Am common stock— 
will get $200,000 in dismissal of a 
$50 million suit filed in 1937 against 
Indiana Standard, to cover part of 
the litigation expenses. 

The suit charged breach of obliga- 
tions. The Blaustein action also con- 
tended that Pan American’s business 
was run for the benefit of Standard 
and to the detriment of Pan American 
and its majority stockholders. 

The Blaustein interests’ share in 
Pan American will be converted into 
702,263.478 shares of Standard stock 
and Mr. Blaustein will become a 
member of the Standard board. 


Chicago Company 
Buys Champlin Refining 


Chicago Corp., a holding company 
with large oil and gas interests and 
other investments, is taking over im- 
mediate management of Champlin Re- 
fining Co. 

In the $55 million transaction, Chi- 
cago Corp. gets Champlin’s 22,000- 
b/d Enid, Okla., refinery and also 
Peppers Refining Co., a Champlin sub- 
sidiary with a 1,750-b/d plant at Okla- 
homa City. 


Included in the deal are 273 service 
stations and 213 bulk stations in Okla- 
homa, Kansas, Nebraska and Iowa; 
600 miles of crude gathering lines in 
Oklahoma; and about 600 tank cars. 


New Refinery Going Up 
In Minneapolis Area 


Leveling of the site for a new 
$750,000 oil refinery at Savage, Minn., 
is starting this week. The refinery will 
occupy a 132-acre tract on the Minne- 
sota River in Glendale Township, 
Scott County, which has already ap- 
proved a request for industrial zoning. 

Myron D. Richards, president of 
Richards Oil Co., Minneapolis, which 
will build the refinery, says preliminary 
plans for $50,000 worth of dredging in 
the Minnesota River and a spur track 
from the Omaha Railway line have 
been completed. 

All of the products of the new refin- 
ery will be in demand, says Mr. 
Richards. He says consumption of 
gasoline in Minnesota amounted to 
a billion gallons last year and is in- 
creasing about 3 to 4% annually His 
refinery will produce enough gasoline 
to take care of one-third of the annual 
increase. 


New Unit in Operation 


Royalite’s crude distillation unit at 
its new 5,000-b/d Kamloops refinery 
is now on stream. The refinery will 
process crude oil from Royalite wells 
in Redwater Field of Alberta. 





Mrs. Carmen Walker—Brand Names Champion for Station 


Brand Names Retailer-of-the-Year, in the service sta- 
tion class, is Mrs. Carmen Walker, Esso station operator 
of New Iberia, La. Mother of three children, Mrs. Walker 
took over the management of the station at the death of 
her husband. One of the unusual merchandising features 


April 28. 
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used at Mrs. Walker’s, station is an offer of free gasoline, 
each Saturday, to anyone who can guess the exact gallonage 
needed to fill his tank. Mrs. Walker will receive her award 
at the Brand Names Day dinner in New York City, 
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INDUSTRY BRIEFS 


New "Cat" Readied—A 3,000-b/d 
UOP fluid catalytic cracking unit will 
be brought on stream this week at the 
Premier Oil Refining Co.’s Fort Worth 
Tex., plant. The unit will bring the 
capacity of the refinery up to about 
7,800 b/d. It is part of a $2.5 million 
improvement program. 





States Join in Tideland Fight—The 
state of Kentucky has joined forces 
with Alabama and Rhode Island in 
pursuit of the “tidelands” question. 
They have asked the U.S. Supreme 
Court to reconsider its refusal to hear 
the challenge against legality of legis- 
lation affirming state ownership of 
underwater resources within tradi- 
tional boundaries. 


Sun Lets Refinery Contracts—Con- 
tracts for the engineering and con- 
struction of new units at Sun Oil Co.’s 
Marcus Hook refinery have been 
awarded the Catalytic Construction 
Co. The new equipment is a 27,000- 
b/d Houdriflow catalytic cracking unit 
and a 18,000-b/d Houdriformer. They 
are expected to be in operation within 
12 months. 


McLean Goes to Conoco—John G. 
McLean, co-author of the recent book, 
The Growth of Integrated Oil Com- 
panies, is taking a leave of absence 
from Harvard University, and will 
conduct special studies concerning 
Continental Oil Company’s programs, 
policies and procedures. He will serve 
as an assistant to the president, with 
headquarters at Houston. 


Gasoline Tax Urged—Additional taxes 
for motorists in Houston, Tex., and 
surrounding Harris County have been 
recommended by the highway com- 
mittee of the Houston Chamber of 
Commerce. The Chamber has asked 
that the motorist pay 1¢ per gal. addi- 
tional gasoline tax and a $7.50 addi- 
tional license fee. The purpose is to 
help foot the bill for a 210-mile, $375 
million superhighway system. Com- 
mercial vehicles would pay a gradu- 
ated tax, averaging $15 per unit. 


New Smog Study—An aerometric sur- 
vey will be the first anti-smog project 
of the newly organized Southern Cali- 
fornia Air Pollution Foundation. Plans 
include nine or more monitoring sta- 
tions to be established in Los Angeles 
County. They will contain motion pic- 
ture cameras and films designed to 
chart origins and movements of smog 
masses. Other instruments will meas- 
ure atmospheric content of substances 
suspected of contributing to smog. 
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PRICES 


Hendrickson Dressler 


AFTER CONFERRING with New Jersey gasoline retailers . . . 


Senator Seeks Price War Probe 


Some relief may be in sight 
for embattled New Jersey service 
station dealers. 

After an hour-long conference 
with price-war-weary members of 
the New Jersey Gasoline Retail- 
ers Assn. last week, Senator 
Robert C. Hendrickson (R., 
N.J.) agreed to seek Senate Small 
Business subcommittee hearings 
on the problem. 

John Dressler, executive secretary 
of NJGRA and head of the delegation, 
said the Senator promised to ask com- 
mittee Chairman Edward J. Thye (R., 
Minn.) to appoint a subcommittee for 
the New Jersey hearings. 

“But he suggested they would be 
‘national’ rather than ‘local’ hearings,” 
Mr. Dressler said. 

(This would appear to mean a con- 
tinuation of the type of hearings initi- 
ated last year on the West Coast. In 
those hearings. the subcommittee took 
testimony in various cities from dealers 
and distributors on alleged unfair prac- 
tices by major suppliers.) 

Mr. Dressler said his delegation 
made these primary complaints: 

—The oil depletion allowance is “a 
subsidy no different from the agri- 
cultural subsidy.” 

—The Connally Hot Oil Act “auto- 
matically has an effect on prices— 
producers are assured of a high price.” 

—Only integrated companies have 
the advantage of these two factors in 
the marketing end of petroleum and 
“if they are used against the dealers, 
they can destroy us.” 

—Sun Oil Co.’s commission-con- 
signment relief offer should be in- 
vestigated by the Federal Trade Com- 
mission to see if “it is illegal” under 
the Sherman Antitrust Act. 

—“Our position is that, if the Con- 
nally Act and depletion allowance are 


essential, then production and refining 
should be divorced from marketing,” 
Mr. Dressler asserted. 


Consignment Gasoline 
Moves into Pennsylvania 


Reports indicate price-cutting at 
service stations is bringing consign- 
ment gasoline to Pennsylvania as it 
did earlier to New Jersey. 

But some observers predict the 
trend will be squelched before it can 
gain a foothold. 

As yet, consignment arrangements 
are just beginning to be a factor—at 
several stations in Chester and a few 
in the Wilkes-Barre area. 

The plans are essentially the same 
as those adopted recently in New Jer- 
sey by Sun Oil Co. The supplier con- 
signs gasoline to the station operator, 
retaining the right to set the pump 
price. He takes periodic readings of 
the dealer’s inventory and guarantees 
a fixed margin, usually ranging from 
3¢ to 4¢ a gal. 

As with New Jersey, consignment 
operations have broken out where 
price cutting has been heaviest. Gas- 
oline prices in Chester have been de- 
pressed for many months. In Old 
Forge, where one consignment station 
now is operating, prices never recov- 
ered from the “war of 1953.” 

Now, marketers report, two prom- 
inent Philadelphia stations posting 
16.9¢ retail in a 15.4¢ tank wagon 
market (ex 7¢ state and federal taxes) 
“look suspiciously” like consignment 
operations. 

The tip-off, they say, is when the 
station operator no longer checks the 
meter on trucks delivering gasoline— 
“When you're paying for it, you check 
the meter.” 
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C. L. FLEMING, JR. 
Improved Fuel Is the Answer 


TR 


H. J. GIBSON 
Both Opinions Make Sense 


Gasoline Additives—Yes or No? 


Last week, in a quieter forum 
than the advertising columns of 
the daily press, oil industry tech- 
nicians sparred through another 
round in the “battle of the addi- 
tives.” 

The setting was Cleveland and 
the place, the annual spring 
meeting of the National Petro- 
leum Assn. 

The result—a further emphasizing 
of the split in industry thinking about 
gasoline improvement. The division in 
technical opinion at the NPA meeting 
showed two camps of gasoline sales 
approach: 

Camp 1—Gasolines with additives. 

Camp 2—Higher quality fuels and 
lubricants, without gasoline additives. 

Each camp contends, for different 
reasons, that it has the best answer to 
modern engine fueling problems. How 
widely they are split was pointed up 
by what transpired in Cleveland, where 
a morning of intense firing produced 
this final lineup of company positions: 

e Two companies—Shell and The 
Texas Co.—supporting gasoline addi- 
tives 

e Three companies — Esso Stand- 
ard, Sun Oil and Atlantic—contending 
more volatile gasoline and motor oil, 
not additives, are the answer to cur- 
rent engine fueling problems 

In addition another company — 
Ethyl Corp.— took a middle path, 
declaring more volatile fuels and mo- 
tor oils offer certain desirable benefits, 
but additives also have their place and 
provide the individual refiner with a 
flexibility of choice to fit his economic 
needs. 


GASOLINE ADDITIVES 


Shell Oil, through its paper by R. E. 
Jeffrey, L. W. Griffith and E. Dun- 
ning, points out that as engines become 
more high-powered, it takes less of the 
total available horsepower to attain 
any given speed. This means less load 
is placed on the engine and combus- 
tion chamber deposits are encouraged. 
This creates two problems—spark plug 
fouling and an increased tendency to- 
ward preignition. 

Surveys of a typical cross-section of 
cars on the street show 50 out of 71 
cars were found to be missing and 
were benefitted by installation of new 
spark plugs. Shell says only in the 
last few years has this reached such 
proportions to be recognized as a 
definite problem by the makers of 
engines and spark plugs. 
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Development of high-compression 
engine designs is pressing the pre- 
ignition limit of cars and can be ex- 
pected to continue as designers exploit 
even higher compression ratios and 
higher octane fuels. Shell contends 
preignition is becoming the limiting 
fuel performance factor. 

By using gasoline with tricresyl 
phosphate, spark plug mileage has 
been increased from 70 to 150%, 
Shell says. Of 14 cars found to be 
missing in one series of road tests, 
TCP eliminated plug missing, pre- 
ignition and lowered octane require- 
ment of 10 cars; reduced it signifi- 
cantly in two. The other two had 
cracked spark plug porcelains. 

Tests for preignition showed 14 of 
20 cars with this problem. A retest, 
using a TCP fuel, showed that after 
700 to 1,500 miles, 10 of the 14 were 
free of preignition. Shell also reports 
average reduction in octane require- 
ments is about two numbers with fuel 
containing TCP. 

Tests of 97 cars and trucks in day- 
to-day service for 18 months showed 
TCP had no harmful effect on any 
engine part, Shell reports. 

From tests, Shell concludes: 

“The deposit modifier approach has 
been demonstrated to be an effective 
solution to the pressing field problems 
of premature spark plug fouling and 
preignition. .. . 

“Although the compound we are 
now using is very effective . . . we are 
actively engaged in the development 
of improved materials. We can con- 
fidently expect that still more efficient 
additives will be available as they are 
required to permit the gasolines of the 
future to meet the requirements of 
automotive engines in years to come.” 

The Texas Co., W. E. Kuhn, man- 
ager, technical and. research, The 
Texas Co.—Additives, as a partial 
solution to engine fueling problems, 
represent progress in fuel technology 
but must be viewed in terms of other 
problems which additives may aggra- 
vate. Many phosphorus compounds, 
when used as gasoline additives, do 
have some definite disadvantages. 

Mr. Kuhn declared the spark plug 
fouling problem is not a pressing one. 
He also reported Texaco tests indicate 
use of a phosphorus additive in gaso- 
line tends to increase combustion 
chamber deposits. 

However, he predicted a solution to 
fueling problems through use of other 
additives. He declared more effective 
additives will be found. 
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FUELS 


NON-ADDITIVE FUELS 


Esso Standard Oil, C. L. Fleming, 
Jr., N. V. Hakala, L. E. Moody and 
C. O. Tongberg, Standard Oil Devel- 
opment Co.—There is general industry 
agreement that combustion chamber 
deposits increase engine octane re- 
quirements as much as 10 to 15 
numbers. 

Esso tests show that about 7% of 
cars now on the road have preignition 
difficulties. In terms of number of 
cars, that represents about 3,150,000 
passenger cars. Among late model 
cars, it is estimated by Esso about 9% 
have preignition troubles. However, 
91% of new model cars are high 
octane requirement cars and may be 
susceptible to straight knock, as dis- 
tinguished from wild ping induced by 
preignition. 

From this, Esso concludes straight 
engine knock is a big problem in nine 
out of 10 late model cars, but only 
less than one out of 10 will cause 
preignition trouble. 

Correlation of a number of tests 
involving 512 late model cars shows 
less than 10% are preignition prob- 
lems, Esso says. Of this number, about 
18% have octane requirements de- 
manding a rating of 92 found in many 
commercial gasolines. However, since 
many premium fuels are higher than 
this, probably not more than 1-2% of 
total car population will knock on 
gasoline of less than 92 octane. 

Spark plug fouling may occur to a 
minor extent in the field but does not 
appear to be a very serious problem. 
Of 66 late model cars tested, only 3% 
had spark plug difficulties. 

Improved Fuel Needed—Esso con- 
tends the soundest approach to solving 
problems associated with combustion 
chamber deposits is to eliminate the 
amount of deposits formed in an 
engine. This can be accomplished by 
improvement in both fuel and lubri- 
cant. 

The company declares: 

1. Combustion chamber deposits 
are harmful in that they cause an 
increase in octane requirement of 
automotive engines. 

2. Preignition and spark plug foul- 
ing are not pressing problems today. 

3. The soundest solution is the use 
of high quality fuels and lubricants 
with low deposit forming tendencies. 

4. Use of phosphorus additives in 
gasoline is not attractive because: (a) 
they reduce preignition tendencies but 
they cause marked increases in octane 
requirements, and (b) they have an 
adverse effect on power, fuel economy 
and valve life. 

Atlantic Refining, J. C. Geniesse, di- 
rector, research and development — 
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Once combustion chamber deposit is 
formed, more octanes won’t solve the 
whole problem of engine knock. The 
solution is to either get rid of the 
deposit or prevent it from forming. 

Current development of more vola- 
tile motor oils provides the most logical 
answer. Fuels which are more volatile 
and form less deposits, used with more 
volatile motor oils seem the best 
answer. 

Sun Oil Co., J. G. Moxey, Jr., as- 
sistant director, research and develop- 
ment—While agreeing with Shell that 
preignition is a major problem in late 
model cars, Mr. Moxey agrees with 
Esso that phosphorous compounds as 
gasoline additives are not the answer. 
He said the disadvantages of tricresyl 
phosphate outweigh its advantages. 

He declared the answer lies in high- 
er quality gasolines and motor oils. 


THE MIDDLE ROAD 


Ethyl Corp., H. J. Gibson and H. E. 
Hesselberg, research and engineering 
department—-A real preignition prob- 
lem exists and there are several ave- 
nues of approach to minimizing the 
problem, all worthy of consideration 
by the refiner. 

Deposit-induced preignition results 
in antiknock requirements higher than 
those for ordinary knock in some en- 
gines. It prevents the engine designer 
from utilizing to the utmost the po- 
tential of the high quality fuels pro- 
duced by the refining industry, Mr. 
Gibson stated. 

High antiknock quality fuels can 
suppress the noise from preignition 
just as in the case of noise from ordi- 
nary knock. For some refiners, adding 
octanes to the fuel may be the pre- 
ferred commercial solution. But this 
eliminates only the noise from preigni- 
tion and not the preignition itself, 
NPA was told. 

Preignition appears to be an ever- 
increasing limitation as compression 
ratios are raised and any reduction in 
the problem and improvement in 
utilization of high antiknock fuels is 
desirable. 


Preignition Factors—Both oil com- 
position and volatility are factors in 
the effects of lubricants on deposit- 
induced preignition. The more vola- 
tile the oil, the more likely the material 
reaching the combustion chamber is 
to be burned completely. 

A number of SW-20 and 10W-30 
oils now on the market have proved 
effective in reducing preignition as 
well as providing a beneficial effect on 
the increase in ordinary knock caused 
by deposits. 

A fuel which produces great quanti- 
ties of resinous material and soot can 


minimize the effects of lubricating oils, 
good or bad. Similarly, a fuel which 
contributes little to the carbonaceous 
residue in the deposit, make it easy to 
illustrate the contributions made by 
oil. 

Generally speaking, the more vola- 
tile the fuel, the less it tends to form 
deposits which cause preignition. And, 
the more volatile the oil, the more 
likely it is to be completely consumed 
in the combustion chamber. 

Mr. Gibson said whether improve- 
ments effected through fuel changes 
are either practical or economic is a 
matter for the individual refiner to 
determine. 


Easier for Design— An effective 
gasoline additive, Ethyl points out, 
offers the refiner flexibility which he 
might not otherwise have in his choice 
of fuel and oil characteristics and 
would free the engine designer to con- 
cenirate on maximum utilization of 
octane numbers for economy and 
power. 

Steady expansion in use of gasoline 
additives indicates their advantages 
must offset any disadvantage for their 
users, Mr. Gibson said. 

Ethyl’s ignition control compound 
and other phosphorus additives are 
effective in reducing preignition and 
in sufficient concentration they can 
control preignition completely. Data 
indicate use of phosphorus additives 
with some fuel-oil-engine combina- 
tions reduces antiknock requirements 
for ordinary knock. 

There is no indication that Ethyl’s 
additive has an adverse effect on the 
durability of passenger cars in normal 
service although in certain engines and 
under severe Operating conditions it 
can be demonstrated that phosphorus 
compounds reduce exhaust valve dur- 
ability. 

Generally speaking, only engines 
that are marginal from a valve dur- 
ability standpoint will suffer reduced 
valve life, Mr. Gibson reported. 

Additives may in many instances 
provide additional flexibility to a re- 
finer by permitting him to operate his 
equipment for maximum economy at 
the octane number level and volume 
required. 

He concluded: 

“There are several avenues of ap- 
proach to the problem which are 
worthy of consideration by any indi- 
vidual refiner. Whether an individual 
refiner wishes to use the octane num- 
ber route or to follow one or more of 
the other possible paths illustrated is 
a matter only he can decide. Additives 
have a definite value in this field and 
for many refiners their advantages far 
outweigh their disadvantages.” 
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AUTOCAR TRUCKS ARE 
GOOD FOR YEARS AND YEARS 


Autocar Trucks protected by 





inexpensive renewable bushings 


at critical wear points 


By replacing an inexpensive bushing, 
this Autocar owner prolongs indefi- 
nitely the life of a much more expensive 
spring bracket assembly. 


An average of 128 renewable bushings are used For more information on Autocars 
throughout the Autocar chassis. fill in and mail this coupon. 

Their use permits Autocar to confine wear to 
inexpensive, easily replaced bushings instead of 
larger, more costly parts. 

Bushings permit the use of different materials 
to meet different conditions. Connecting rods, 
brackets, levers, etc., employ bushings of soft 
metal to prevent scoring more expensive mating 
parts. Where limited motion or shock resistance 
is a primary consideration, invariably bushings 
of hardened steels are specified. 

No other truck at any price can show as com- 
plete an application of bushings as Autocar. 

They are one of the hidden values that permit 
Autocars to deliver top performance year after 
year and at minimum maintenance cost. 


Seeeeeeeeeeeeceeeeeeeeeeeeeeeeeeeeee 


Autocar Division of The White Motor Company 
Ardmore, Pa. 


Please send me full information concerning 
Autocar’s quality features. 


Firm Name 





Address 





Type of operation___ 


| 


No. of trucks in fleet 





80 


AUTOCAR 43 TRUCKS 


me ( 
Autocar Division of The White Motor Company « Ardmore, Pa. 
Export: Drexel Building, Philadelphia 6, Pa., U.S.A. 
° Autocar Trucks are sold and serviced throughout the world 


April 21, 1954 + NATIONAL PETROLEUM NEWS 





TRENDS 






Many metropolitan and rural 
oil jobbers are finding that two- 
way radio can save money and 
solve many of their trucking and 
service problems. 

Jobbers who use it say two-way 
radio is a good investment be- 
cause it saves mileage on their 
trucks, dollars on their payrolls, 
and is a good merchandising fea- 
ture. 

On the other hand, some mar- 
keters claim two-way radio won’t 
fit their operations at all. 
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DISPATCHER maintains close contact with mobile units, 
insuring fast service and saving in time, money and miles 


Last fall, Federal Oil Co., a big 
Newark, N.J., jobbership, was having 
trouble keeping up with its burner 
service calls and out-of-oil calls. That 
was when the jobber, Michael Singer, 
bought a 15-unit, two-way radio sys- 
tem. 

Each of his seven service trucks 
was equipped with a radio, and sets 
were installed in four of his 20 fuel 
oil trucks. 

The other four sets went into a 
gasoline truck and three executive 
cars. 

That was last November. Last week, 
five months later, Michael Singer 


Calling Oil Marketers— 
Radio Can Cut Costs 










THIS TRUCK is spared extra miles daily by radio 
communication with the office 


TRUCK DRIVER finds two-way radio handy for 
checking credit, handling emergency orders 


could say that every mobile radio 
proved to be the equivalent of an 
extra man and truck during the busy 
season. So he is planning to install 
radios in every piece of rolling stock 
operated by the company. 

The Trend — Other jobbers have 
different estimates of the value of 
their two-way radio systems. But all 
the jobbers surveyed by NATIONAL 
PETROLEUM NEws were unanimous in 
praising their mobile radios, and most 
of them are planning to buy more 
units. 

The development of two-way radio 
started, for the most part, after 1949. 
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FEDERAL OIL CO. 
UNION,N. J. 
YN29400 


BURNER SERVICEMAN loses little 


time in answering call. Radio directs him 


BULK-PLANT MANAGER keeps in 


touch with the office when out on business 


Very few sets were in use at the end 
of the war. But now the General Elec- 
tric Co. estimates that about 1,000 
two-way radio units are being used 
by 150 oil and LP-gas marketers 
throughout the country. 

Sales of new two-way radios to this 
group during the last three years are 
estimated in radio units as: 

1951 175 
1952 250 
1953 400 

FCC is No Obstacle—The way was 
cleared in 1949 when the Federal 
Communications Commission opened 
a band of radio frequencies for use 
in Highway Truck Radio Service. 

Most of the two-way radios now in 
use by oil marketers are registered 
under the Highway Radio Truck Serv- 
ice. Radio systems are less expensive 
for these frequencies, and have some- 
what longer ranges. There is also some 
thought that the use of radio is more 
practical for highway use, for which 
this service is designed. 

This radio band has one great dis- 
advantage as far as many marketers 


are concerned. The FCC prohibits its 
use in metropolitan areas of 500,000 
or over. 

But this does not mean that metro- 
politan jobbers can’t use two-way 
radio. Federal Oil is proof of that. 
Another band of radio frequencies 
can be used in cities, the Citizen Radio 
Service. This is the band used by 
taxis, newspaper trucks and other city 
transportation. 

Service under this band is reported 
not overcrowded and very satisfactory 
in all parts of the country. The only 
disadvantage is that the radio equip- 
ment is more expensive, and the fre- 
quencies are not as long-range as those 
in the Highway Truck Service. 

In addition, changes are now in the 
mill at the FCC that will make it 
even easier for metropolitan oil mar- 
keters to buy and use two-way radio 
sets. FCC plans to make more fre- 
quencies available to companies in 
metropolitan areas. 


METROPOLITAN JOBBERS 


Michael Singer, of Federal Oil Co., 
was faced with a problem before he 
bought his two-way radio system. He 
would have to buy more trucks and 
hire more men. Or he would have to 
find a way to get greater production 
out of his service and fuel trucks. 

Jobber Singer likes to mechanize. 
He had already bought remote control 
meters for his terminals, “because they 
reduce the number of employes needed 
and practically eliminate mistakes.” 

So when the decision had to be 
made, he chose a two-way radio sys- 
tem, even though it cost $15,000. He 
hasn’t regretted his decision. 

Here is the way Federal Oil uses 
radio to serve its 4,500-plus burner 
customers in the thickly populated 
Newark section of New Jersey. 

Fast Service—aAll seven of Federal’s 
service trucks are equipped with ra- 
dios. When a customer calls the office 
to report trouble with his burner, the 
service dispatcher calls all the service 
trucks and asks, “Who is closest?” 
The resulting speedy service has left 
some customers incredulous. When 
there is a truck in the customer’s 
neighborhood, it sometimes gets to 
his house within a very few minutes 
after he has hung up the phone. 

Mr. Singer says this has a mer- 
chandising value that is hard to beat. 

The same service is available on 
“out of oil” calls, since four of Fed- 
eral’s 20 fuel oil trucks are equipped 
with radios. They can be rerouted at 
a moment’s notice to answer an “out 
of oil” call. 

Newspaper and radio advertising 
have both been used to publicize Fed- 
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eral’s two-way radio service. The 
company now guarantees to answer 
any service or “out of oil” call within 
half an hour, 24 hours a day. 

Service Fleet — Each of Federal’s 
seven service men takes night calls 
one night of the week. 

The service men all take their trucks 
home at night. This makes it easy to 
answer night calls, and it also gives 
the service men a quick start in the 
morning. A service man can radio 
the office in the morning, get his first 
service call, and start right out from 
home. 

Then the trucks are routed by radio 
for the rest of the day. One way the 
radios save truck mileage is by sending 
the service men to assist each other. 
This saves trips to the plant when one 
service man can furnish a burner part 
for another whose stock is exhausted. 
The radio also saves long waits when 
a service man runs into a two-man 
job. 

This sort of time-saving is especially 
valuable, says Mr. Singer, when trou- 
ble calls jump to 250 or more per day 
during the peak season. 

Fuel Oil Trucks—The use of two- 
way radio on Federal’s fuel oil trucks 
is less complicated. Trucks go on 
their regular routes but the four trucks 
equipped with radios can always be 
called to answer “out of oil” calls. 
With four oil trucks operating in the 
marketing area, one is nearly always 
fairly close to the customer’s house. 
This provides better service and saves 
callbacks. 

Federal’s marketing area is roughly 
20 by 35 miles, but the company has 
three bulk plants in Newark and an- 
other at Union, N.J., that cut down 
refueling distance. 

All of the territory is within radio 
contact distance of the base station, 
which is located at the Union plant. 

Other Uses— The radios in Mr. 
Singer’s car and the sales car keep 
him in almost constant contact with 
his office. Even when he is driving 
to work from his home in Manhattan, 
he can call in and find out what 
awaits him at the office. 

Sande Wische, the Union plant man- 
ager, uses the radio in his car in about 
the same way. He can always be con- 
tacted by the office even though he 
must be away frequently to make in- 
stallation estimates and other calls. 

So far, Federal has had four months 
service from its radio system without 
having to spend a single penny for 
repair of the equipment. 

Another City Jobber Likes Radio— 
Griffith Consumer Co., of Washington, 
D.C., says its two-way radio system 
has reduced two forms of unproduc- 
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tive time which is classified in their 
records, though the system hasn’t been 
in operation long enough for complete 
cost analysis. 

This company points out one prob- 
lem that other jobbers have also men- 
tioned — the necessity of installing 
heavy duty generators in certain trucks 
in order to carry the extra electrical 
load. Griffith-Consumer installed these 
generators on its light pickup trucks 
at a cost of $100 per truck. 


RURAL JOBBERS 


Conoco Jobber C. W. Huber does 
a big fuel oil business, mainly in the 
rural area around Crown Point, Ind. 
He says the area he serves prompted 
him to get two-way radio more than 
any other factor. 

Most of his deliveries go to homes 
with less than 275 gal. of storage. 
Many use three or four 50-gal. bar- 
rels. Callbacks were frequent before 
he got mobile radios. Often that meant 
after-hour deliveries of perhaps only 
100 gal., and round trips of 15 or 
20 miles for the truck. 

Today, he says, callbacks have been 
almost eliminated, because 99 out of 
100 times he has a fuel oil or 
gasoline truck somewhere in the area 
when a customer calls in for imme- 
diate delivery. 

Here is why Mr. Huber thinks two- 
way radios pay for themselves: 

“Before the installation of the radio 
system, six drivers reported to the 
office three times daily and their aver- 
age time spent in the office was about 
10 minutes each. This alone is a total 
of three man-hours per day, or an 
approximate cost of over $1,500 to 
our company annually. 

“Today orders are dispatched while 
the truck is rolling—no waste of our 
drivers’ time—no waste miles.” 

The Huber company has used two- 
way radio for three years, and so far 
the maintenance cost is only about 
10¢ a day per set. 


Whenever possible, two-way radio 
is used in the company’s advertising. 
And besides this, says Mr. Huber, a 
great deal of word-of-mouth advertis- 
ing is taking place. 

The mobile radio comes in handy 
for reasons other than routing deliv- 
eries, says Mr. Huber. 

For instance, he says, it is not un- 
usual for a truck to get bogged down 
in the snow on rural roads. When this 
happens the driver radios the office 
and another truck is sent to help him. 

“When this happened the other 
day,” Mr. Huber said, “both trucks 
were back on the job in 25 minutes.” 

Mr. Huber has already added three 
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The “hidden cost” of 


- 


excessive pump maintenance 


may be stealing vour 
profits. You can save actual 
dollars > make more profit 
per gallon when you cut 
upkeep costs. That’s how 
Bennett Quality pays off 
in actual cash every 
Bennett feature is designed 
to cut your maintenance 
overhead. Every part is 
precision made to stand up 
in day-by-day, year-by-year 
operation. Vital parts are 
exposed for quick 
inspection and service by 
simply opening the doors. 
Parts are labeled for quick 
identification all 
adjustments are made with 
ordinary tools. That's why 
Bennett invites maintenance 
cost comparison. Your 
John \ iri Representative 
can help you set up a 


program to spotlight “hidden 


costs” 
, and show 
o ] 
iy you why 
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Write for details on.the new Bennett Multi-Service System 
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Precision 
All Metal Meter 


Operates year in and 
year out with greatest 
accuracy and minimum 
wear. No valves, 
cup-leathers, 
expander-springs or 
packing-glands to 
service Field 
recalibration seldom 
required 


Unit Pump Assembly 
Combines high-vacuum 
rotary vane pump, 
strainer, by-pass 
valve, control valve 
elle MelIM@ itll liclm@ lili: 
a single compact 
component. Every part 
is quality-built for 
quiet operation, 

Tors ills ME sl-Talelgule lila) 
and easiest 
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Teleleh Me Mmiileh i efficient remote faelsliael fueling units 


JOHN WOOD COMPANY - BENNETT PUMP DIVISION - Muskegon, Michigan 









































THE WORLD’S MOST PROGRESSIVE STATIONS 


BUILD SALES with ECO ISLANDERS 


Eye-appealing layout, ease of entrance and exit, 
prominent TBA display and quick efficient super-service 
are the dynamic factors in back of today’s progressive i 
multi-pump marketing operations. Everything is G7 
designed to attract the motorist, fill his needs and speed yy 
him on his way — service that invites him to return. 1/ 
Attendants are trained to move swiftly in a regular 

sales service pattern planned to spot the customer's needs 

at the island. The result is increased gallonage; ae f) 
increased TBA and lubrication sales. Islanders add a LN] 
powerful punch to this hard-hitting modern sales aX. 
technique. They put fast efficient water service and 
automatic tire inflation right on the island at the 





attendant’s finger tips. 


MODEL 246AWTP holds 20 foot water room light fixture, or bracket for re-use of 
hose and 25 foot air hose fully enclosed, existing lights. ECO TIREFLATORS ore avail- 
out of the way. Tireflator unit automatically able for drive, wall, post, or overhead re- 


inflates to exact pressures of 5 to 110 Ibs. mote installation. 


Other models have a cash box, sign, mush- Write for details. 


Pe | 

















IN CANADA: Toronto * Montreo!l * Vancouver * Winnipeg 








JOHN WOOD COMPANY - BENNETT PUMP DIVISION - Muskegon, Michigan 


DISTRICT OFFICES: Atianto + Baltimore * Boston * Buffalo * Charleston * Chicago * Cleveland * Dallas * Denver * Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York * Philadelphic * Pittsburgh * Rochester * Salt Lake + Seattle * St. Paul * San Francisco 


EXPORT: John Wood International Corporation, 29 Broadway, N. Y 
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: | made to move! 


mobile units to the original three 
units in his radio system. Now he is 
planning to install another transmit- 
ting station in a branch office in a 


Thermoid merchandising moves 


neighboring town. Fan Belts and Radiator Hose 


Truck Costs Sliced—Heffernan Fuel . 
ata 
& Supply Co., of Chittenango, N.Y., profit for you. Thermoid can 


reports that after using two-way radio help you put more sales appeal 
for 14 months, they would feel as into packaging and displaying 


these TBA items... under your 
brand or ours. 





ae 


though they were operating by horse | 

and wagon if they had to get along 
without it. 
Nt Jobber W. O. Heffernan says that | 
Ni radios in three oil trucks and one | 

car have saved the company an aver- 
age of 20 miles a day per truck, at 
85¢ a mile operating cost. Besides 
this savings, he estimates his trucks 
are now making 25% more calls a 
day. 

Before they had two-way radios, 
hardly a night went by during the 
heating season without one of the 
trucks having to go back for a special 
delivery after it had completed its 
regular route. 

But this jobber values his radio 
most for the way it enables his truck 
drivers to check credit information. 
With two-way radio it’s no trouble 
at all to check with the office on 
whether oil can be delivered to a 
customer on open account, or whether 
it must be a C.O.D. 

| This is especially valuable when a 

jobber uses combination driver-sales- 
men. 

Heffernan drivers also use their 
radios to check with the office for 
costs on TBA items when they are 
calling on farm trade. 

: Jobber Heffernan’s trucks operate 
in hilly country, but they have never 
had difficulty in contacting the trucks 
by radio. Others report that radio 
contact is sometimes blacked-out when 
buildings or other physical obstacles 
are between the mobile receiver and 
the transmitting station. 

Radio Pays Dividends—A_ jobber 
in east-central New Jersey is also out- 
spoken in praise of his two-way radio 
system. That’s Shore Gas and Oil Co., 
Inc., of Oakhurst, N.J., one of the 
largest Independent oil and gasoline 
distributors in the state. 

“Mobile communication is more 
than paying for itself,” says William 
H. Sullivan, president of Shore Gas 
and Oil. “Based on our expenditures 
for equipment and service, plus 10- 
year depreciation, radio costs us 70¢ 
per truck per day,” he says. “We 
figure three dollars an hour running 
time for a truck, and since we save an 
average of one hour each day per 
truck, radio is actually paying us divi- 
dends.” 

The big saving, of course, comes in ' Thermoid Co., Special Sales Division, Trenton, New Jersey 





It’s good business to do 
business with Thermoid. 
Let us show you why. 





Thermoi 


A principal supplier to the automotive 
market for over 50 years. 
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FASTER 


MORE EFFECTIVE... 
MORE DEPENDABLE 


ANSUL 


FIRE EXTINGUISHING 
EQUIPMENT 


FASTER... A short, quick downward motion of the 
puncture lever pressurizes the extinguisher and it is 
ready for instant use. 


MORE EFFECTIVE . . . Even the inexperienced oper- 
ator gets near-expert results because of the ease of 
operation and handling. In addition ANSUL “PLUS- 
FIFTY” Dry Chemical has greater fire-killing power. 


MORE DEPENDABLE... . Exclusive ANSUL-ENGI- 
NEERED design features include water-tight and corro- 
sion-resistant construction, easy, on-the-spot recharge 
without special tools and other exclusive Ansul devel- 


opments which insure greater dependability. 


FIRE-STOPPING POWER... ANSUL FIRE EXTIN- 
GUISHERS have the highest ratings for fire-stopping 
power ever awarded any type of class B and C fire 
extinguishing equipment. 


Send for File No. B-207. You 

will — a os ~ of helpful 

: tinted matter. Included is our 

MODEL 20-B ; test catalog which describes 
Ansul Extinguishers of all sizes 

— from the small Ansul Model 4 

to Ansul Piped Systems and An- 


( sul 2000 Ib. Stationary Units. 
AN S U L : OFFICES AND DISTRIBUTORS IN PRINCIPAL 
/ / CITIES IN THE U. S. A, CANADA AND OTHER COUNTRIES 


MANUFACTURERS OF 
DRY CHEMICAL FIRE EXTINGUISHING EQUIPMENT, REFRIGERATION 
PRODUCTS, INDUSTRIAL AND FINE CHEMICALS AND LIQUEFIED GASES 
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rerouting trucks while they are on 
the road, cutting trips back to head- 
quarters. 

Here is the way Mr. Sullivan figures 
the cost of his radio system: 

The total cost of the equipment 
(including 110 ft. tower, and radios 
in eight tractors and two oil burner 
service trucks) was $9,000. Shore Gas 
and Oil depreciates this on a 10-year 
basis which figures out to about $75 
a month. It has a service contract 
(labor only) at $80 a month. Parts 
costs are estimated at $10 per month. 
This makes the total cost of owning 
the two-way radio at about $165 per 
month. 

For 10 mobile sets, this radio cost 
figures out to 70¢ per set per day 
for a 23 working-day month. 

The savings are figured this way: 

The tractors pull both gasoline and 
fuel oil trailers. When hauling fuel 
oil, they average 60 miles per day. 
When hauling gasoline the average is 
100 miles per day. 

The company figures an average $3 
an hour running cost by dividing 
the number of hours worked in a 
month, by all trucks, into the total 
cost of trucking. 

Besides paying for itself in saving 











MODEL TVS-20 


Estimated Cost for Two-Way Radio Systems* 
Highway Truck Radio Service Equipment 


Base Station 


Minimum —$ 600 for a simple 30-35 watt station \ 
Maximum—$1,500 for a 60 watt high-powered station which would have advantages in 
distance and power. Both estimates include cost of tower at $150 


Mobile Unit 
Minimum —$ 500 for 15 watt set 
Maximum—$ 575 for heavier 15 watt set 


Citizens Radio Service 


Base Station 


Minimum —$1,500 / higher cost of base set, plus higher antenna, $400 to $500, makes this bas 
Maximum—$2,000 | set more expensive than equipment used on Highway Truck Service 


Mobile Unit 
Minimum —$ 650 
Maximum—$ 700 


*All costs estimates include installation costs and tax 





trucking costs, two-way radio has en- 
abled Shore Gas and Oil to speed up 
service to customers. And this fast 
service has received much favorable 
comment from its customers. 
However, Shore’s President Sulli- 
van doesn’t believe two-way radio is 
practical for every oil marketing job. 
“I do not believe,” he says, “it would 
be possible to recover the operating 
cost unless a jobber used large trucks 
and ran a long distance from his 
plant. We do this and therefore feel 
that we recover our costs. In other 
words there is no savings in picking 


up a truck on the radio and finding 
that he has no gasoline or oil on board 
to deliver. 

“Also,” he says, “the saving is great- 
er if you catch the truck 40 miles 
away from the plant than only 10.” 


SOME AREN‘’T BUYING RADIO 


Two-way radio is not “necessary” 
for efficient fuel oil delivery and 
burner service says David Sullivan, 
vice president of Petroleum Heat & 
Power Co., Inc. His company operates 
in New York City and presents about 
the ultimate example of a company 


A sure method for judging sales success is based on 


customer satisfaction. Progress has long been favored to serve her many 


customers many times. Quality products and dependable service 


has made Progress a recognized leader in the field of custom fabricated 
truck and trailer tanks. 


* once you try... you'll always buy 





MANUFACTURING COMPANY, INC. 


ARTHUR-+ILLINOIES 
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that services a congested city area. 

Burner Service—The company has 
considered installing two-way radios 
in some of its service trucks, but the 
arguments against it are presently out- 
weighing the advantages. In the first 
place, says Mr. Sullivan, the com- 
pany’s customers live within such a 
concentrated area that service men 
operate within rather small zones. 
They telephone the office after com- 
pleting calls and, because of the con- 
centration of customers, they are never 
very far away from an emergency job. 

Two-way radio is most valuable for 
emergency service calls. But the Petro- 
leum Heat & Power Co. runs into a 
problem in considering the use of radio 
for its emergency calls. 

This company usually operates 
about four of its service trucks on 
emergency duty, while the rest are on 
regular calls. But drivers want to be 
rotated from emergency duty. This 
means that instead of installing radios 
in four trucks, the usual number allo- 
cated to emergency duty, the company 
would have to install them in all its 
service trucks. 

In the summer clean-up season, 
radio would hardly be of any use, says 
Mr. Sullivan. Appointments are made 
in advance for burner clean ups, and 


DORWARD 


Your Plant 
on the Weat Coast 





TWO PLANTS with deep water 
docks on San Francisco Bay, 
ideally located to handle and 
store all liquid commodities. 

TANKS of various capacities (near- 
ly 5,000,000 gal. total). Ware- 


house space available for finished 
products. 


EQUIPPED to package, 
compound, Send oni and distribute. 


RAIL, TRUCK & BARGE. In ad- 
dition to deep water, we are 
adequately served by S. P. and 
Santa Fe railroads. Also truck 
and barge facilities for other in 
and out movements. 


Write, Phone, or Wire: 


DORWARD & SONS CO. 


On San Francisco Bay 
POINT RICHMOND, CALIF. 








RADIOING for credit information, this driver for Heffernan Fuel and Supply will soon 
know if he can deliver oil on credit or on C.O.D. terms 


the service men keep on schedule as 
much as possible. 

Radio would be almost equally in- 
effective in service trucks assigned to 
industrial accounts. Service men aver- 
age one or two hours per call when 
working on industrial burners. This 
means that they would be out of their 
trucks about 80% of the time. 

The service manager for Petroleum 
Heat & Power, Howard Klerk, says 
two-way radio could come in very 
handy at times. But he added that re- 
ception is not reliable in New York 
City because of interference from the 
tall buildings. 

Fuel Oil Delivery — Mr. Sullivan 
also listed several reasons why he 
thought two-way radio was unneces- 
sary for efficient fuel oil delivery, at 
least as far as Petroleum Heat & 
Power Co. is concerned. 

Fuel oil truck drivers call the office 
twice a day, and they operate in rela- 
tively small zones. As in the case of 
service trucks, there is always a fuel 
truck nearby to answer an “out-of-oil” 
call. Besides, he says, the company 
uses a degree day system, and this re- 
duces out-of-oil calls to a minimum. 
Of course, people still run out of oil, 
says Mr. Sullivan, but, so far, the com- 
pany has been able to handle these 
calls satisfactorily. 

Another metropolitan jobber, John 
Harper, says his company also is get- 
ting along satisfactorily without two- 
way radio. Mr. Harper is president of 
Harper Fuel Oil Co. of Long Island 
City, N. Y. His drivers call the office 
after making deliveries and there has 
been no serious difficulty in taking 
care of out-of-oil calls. 

Mr. Harper added that if he got 
the right sort of an increase in busi- 


ness, he might reappraise his thinking 
on two-way radios. 

Major Company Experiment—One 
major oil company conducted a test of 
two-way radio equipment in two fuel 
oil delivery trucks operating in a rural 
section of Long Island. 

The radio system it used was slightly 
different from the systems used by the 
jobbers in this article. The mobile units 
were rented from the telephone com- 
pany, and calls were all made through 
the telephone company’s “mobile op- 
erator.” For instance, a man in the 
office would call the mobile operator 
on the telephone and ask her to call 
one of the trucks, giving her the call 
number. The operator would ring the 
mobile unit in the trucks. 

The company compared the cost per 
call by radio with the cost by conven- 
tional telephone, and found the radio 
system uneconomic. 

Radio costs included rental cost of 
radio units and cost of installation. 

Telephone costs included time of 
hunting a public phone, and the toll 
charges with allowances for bothering 
customers by asking them to tell 
driver to call the office and considera- 
tion for the frequency with which the 
driver had to be contacted for emer- 
gency routing change. 

The conclusion was that even in this 
rural area, where it was hard to find 
toll phones, the driver could be con- 
tacted more economically by telephone 
than by radio. 

Whether two-way radio is practical 
for a particular jobber seems to de- 
pend on his type of operation. A job- 
ber can analyze his operations by 
keeping a record of the calls on which 
time and mileage could have been 
saved if the company had radio. 
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Clear-Vision Doors pay for them- 
selves two ways: looking out, and 
looking in. They enable the attend- 
ant to watch the pumps for prompt 
service when needed, yet keep busy 
when no customers are there. And 
those wide glass panels are a show- 
case, displaying the activity within 

. . reminding the motorist to get 
his car properly lubricated. They’re 
real business builders! 








Available in 


THIN-LINE or REGULAR 
Construction 


The “OVERHEAD Door” Clear- 
Vision models come in two styles: 
Thin-Line, with sturdy %” alumi- 
num muntins and continuous hinges 
; OVERHEAD DOOR CORPORATION 
between sections (as shown above) 
7 . Dept. NP-1, Hartford City, Indiana 
or Regular, with rugged wood stiles Manufacturing Divisions 
and rails (below). Both are finest eiiehde, 06. 3 Scfian, Tense Cortend, 08. ¥. 
. ? A Nashua, N. H. Portiand, Ore. Lewistown, Pa. 
quality, smooth in operation, Oklohoma City, Okie. Glendele, California 


smartly modern in appearance. NATION-WIDE Sales - Installation + Service 





Also — the Outstanding 
Industrial Doors on the 
Market... for 
Warehouses, Bulk Plants, 
and Fleet Garages 





Regular Construction Clear-Vision Door Industrial Doors to Fit Any Opening 
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Why Dealers Need Financial Training 


Service station dealers are not getting enough education in finan- 


cial management. In theory it’s all part of dealer training, but in 
practice it is too subordinated to other things. 


Probable reason: Station salesmen themselves are not fully at 


home in the financial and ac- 


counting side of the service sta- 
tion business. 


Outside accounting service is 
inadequate, gives a f sense of 
security. Instead, or in addition, 
a dealer should hire a part-time 
girl to keep books. 

These conclusions are drawn from 
forum sessions and interviews at the 
annual conference of the Assn. of 
Eastern Petroleum Credit Managers 
held at Buffalo, April 5-7. Other topics 
at the meeting dealt with credit card 
applications; home heating oil collec- 
tion methods; and problems in hiring 
and training new men for credit work. 


Companies Eye Problem — More 
than the usual amount of attention is 
being given to the business manage- 
ment side of dealer training by several 
oil companies. Some of these pro- 
grams were referred to briefly in the 
discussions on dealer training. They 
indicate a growing feeling that poor 
financial management brings more 
dealers to grief than any other cause. 

These developments do not neces- 
sarily forecast an industrywide trend. 
But all credit managers seem to agree 
that past industry efforts to give sta- 
tion dealers financial training have 
been mostly “talking points” with real 
attainment far short of the objective. 

While credit managers do not 
ordinarily take an active part in train- 
ing dealers, they assist in the prepara- 
tion of training manuals both for 
dealers and salesmen. And at times 
they may participate directly in train- 
ing new salesmen, by acquainting 
them with credit and collection meth- 
ods. 

And when a dealer runs short of 
cash and can’t pay for a load of gaso- 
line there is always a hurry-up call for 
the credit manager to jump in and 
save the dealer. Mainly as the fruit of 
hundreds of these financial rescue 
operations, credit managers know a lot 
about what dealers need. 

Dealers Need Guidance — They 
agree that dealers generally have a 
limited grasp of their own accounting 
problems; are not sure what records 
should be maintained and why; and 
do not appreciate the significance of 
a financial statement. 
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They agree that salesmen are not 
well grounded in these matters, hence 
cannot furnish adequate financial 
counsel to dealers. Privately, several 
credit managers went further and ob- 
served that marketing executives in 
charge of salesmen often do not have 
enough financial knowledge to advise 
a dealer how to manage his business. 

They disagree as to the credit man- 
ager’s responsibility for doing some- 
thing to correct the situation. A few 
feel that the credit department has 
been remiss in acquainting sales per- 
sonnel with the financial side of sta- 
tion management. 

“We should try to persuade our 
sales managers to let us do a thorough 
job of coaching salesmen,” said one 
credit manager. 

Others don’t think credit depart- 
ments should initiate sales training 
policies. In their view they can do no 
more than suggest or advise when 
called upon. 

Outside Accounting—A byproduct 
of a salesman’s ignorance of financial 
management is a tendency to look 
upon outside accounting service as a 
cure-all. Telling a dealer to call in an 
outside accountant is sometimes all 
the counsel a dealer gets. 

Credit men point out that an out- 
side accountant is helpless in the face 
of inadequate day-to-day bookkeeping 
at the station. Nor can he give a 
dealer a good analysis of his financial 
situation, with recommendations for 
correcting weak points. 

In a session devoted to dealer train- 
ing, a panel consisting of Paul Kinney, 
Socony-Vacuum Oil Co., Philadelphia, 
and J. H. Drewes, The Texas Co., 
Boston, told how their companies are 
trying to make better business men out 
of their dealers. Mr. Kinney gave 
a brief outline of the Socony-Vacuum 
training organization which originates 
from the New York Retail Training 
Laboratory. Instructors turned out by 
the central laboratory operate about 
50 district training centers. These con- 
sist of a salary-operated service sta- 
tion with a class room attached, where 
both salesmen and dealers are trained 
in the service station business. 

The course is divided into six main 
topics. One of these, called adminis- 


tration, includes supervision of per- 
sonnel, inventory control and keeping 
records. In the application of the 
plan, salesmen are expected to make 
a thorough analysis of each retail out- 
let, and to lay out a plan for its long- 
range development. 


Dealer Meeting Held—In another 
approach to the problem, Mr. Drewes, 
said his company has general dealer 
meetings in which considerable atten- 
tion is devoted to the administrative 
side of station operation. Following 
these the company holds a series of 
conferences in the field for smaller 
groups of dealers. 

Instead of trying to cover all phases 
of dealer training each conference is 
devoted to a single topic. Those con- 
cerning financial matters are called 
Business Management Conferences. 

The general subject is broken down 
to include: selection of help; training 
and supervising; incentive plans; in- 
ventory control; profit and loss; credit 
and financing. Training sessions are 
conducted by the conference method, 
which the company has found best for 
the purpose. They are in charge of a 
special crew of trained conference 
leaders. 


The Dealer Attitude—Some idea of 
the importance placed on good man- 
agement for dealers was gained from 
a Texaco training film, shown by E. T. 
Morrison, The Texas Co., New York. 
The film tells of the troubles encoun- 
tered by a dealer who can’t be bothered 
by orderly business methods. In a key 
scene an outside accountant remon- 
strates over unexplained cash with- 
drawals and hears the dealer reply: 
“It’s my money isn’t it?” 

Mr. Morrison said one difficulty 
salesmen face is the wide range of 
objectives they are suppesed to pro- 
mote. For years they have concen- 
trated on gallonage, TBA and motor 
oil sales. These can only be assured 
if attention is given to dealer profit. 

Another credit manager described 
how his company is making a limited 
survey of some of its dealers from the 
standpoint of the profits they are and 
could be making. The whole tone of 
comment and opinion reflected a new 
concern over dealer profits. 

One small item is of possible signifi- 
cance: In the happy ending of the 
Texaco film there is a brief scene 
showing a girl installed at the dealer’s 


‘desk, busily engaged bringing his 


books up to date. 
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It's The Principle That Counts 
iw ROCKWELL (ROTOCYCLE’ 


Choice of visible reset reg- 
ister (shown), non-reset 
register or printing register. 


Double stainless steel ball 
bearings at either end of 
rotor shoft. 


lubricant inlet to micro 
adjustment chamber. 


Drain for removing con- 
densate from adjustment 
chamber. 


THE ROTOCYCLE 
PRINCIPLE 


The Rotor inside the Rotocycle meter revolves freely 
flo-ward on double stainless steel ball bearing mounts. 
The motion is like that of an electric motor. There 
are no pressure absorbing reverse movements, no wind- 


ing passages, no oscillating parts or valves and pistons 
to “break” the smooth, effortless flow. 


HOW YOU BENEFIT The superior mechanical 
advantages of the Rotocyle design pay off in speedier 
meter deliveries, greater sustained accuracy and longer 
meter life. With Rotocycles you can use smaller motors 
on your pumps—save on electric power bills. The 
accurate records these meters provide make auditing 
positive, stock control a certainty. Write for literature. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA, Atlanta Boston Chicago Dallas Houston Kansas City, Mo. 


Los Angeles New York Phifgifiphic Pittsburgh San Francisco Seattle Tulsa 


In Canada: Peacock Brothers Limited 
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METERS 


Main rotor bearings ore 
pressure lubricated by 
turning this screw to 
spread new No. 4 lubricant. 


HORIZONTAL 
OUTLET 


Patented micro adjustment 
provides ultra fine incre- 


ments for recalibration. . 
All revolving rotor assures 


smooth motion and a long 
life of sustained accuracy. 


VERTICAL INLET 
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BETTER 


SERVICE! 








MORE 
PROFITS! 





EASY SPOT WHEEL GROOVES 


lagged to floor 


FAST, SAFE LOADING 


with Rotary’s new 
ges Grip Pick-Up a ae 


d cars and pick-UP trucks 


Handles all new and ol 














WHEELS FREED AND 
SPRINGS RELAXED for 
easiest, most effective 
lubrication 


ALL UNDERCAR PARTS 
‘‘OUT IN THE OPEN”’ for 
fastest service and 











repair work 














A, one shop puts it...“ We LIKE to sell Trico Windshield Washers. 


Time and again owners come back all smiles and tell us they wouldn’t drive 
without the ‘Two Little Squirts.’ ” 


Double profit, too! (one profit on the washer; another on the installation.) 

Makes repeat customers, also, for Trico Windshield Washer Solvent... the 
Washer Jar all-season additive that helps keep windshields super-clear and, in 
winter weather, prevents jar breakage. 


24 million television screens and millions of users help sell Trico Wind- 


shield Washers! 


With a stock this small you can 
fit them all. Trico’s new Windshield 


Washer Installation Kits fit 48 different car 
models. 


Trico Products Corporation, Buffalo 3, N. Y. 





FINANCIAL 


1953 Was a Good Year for Oil Industry 


Sales and revenue increases were 


dustry in 1953, despite pence 


eneral throughout the oil in- 
competition growing out of 


marketing expansion and oversupply. 
An NPN tabulation shows the combined net earnings of 26 leading 


U. S. oil companies increased 
8.8% over 1952. Declines in 
earnings were shown by only five 
companies in the list, with losses 
ranging from 0.7% to 16.5%. 

Service station expansion was 
at a high level during the year, 
and in their building programs 
many companies leaned toward 
ultra-modern outlets with dis- 
tinctive company styles. 

Vigorous station and distributor ex- 
pansion campaigns and extension into 
new marketing territories paid off in 
high profits for some companies, not- 
ably Phillips, which entered Florida, 
and Conoco, which expanded into the 
northwest and covered its regular 
territory more completely. 

One of the highlights of the year 
was extensive refinery expansion to 
provide greater yields of high octane 
gasoline, and the premium race that 
grew out of it. 

Shell Started It — Introduction of 
Shell’s new premium gasoline with 
TCP (tri-cresyl phosphate) kicked off 
the scramble for the premium trade. 
By the end of 1953 or early 1954, 
most of the majors and many inde- 
pendent refiners had brought out their 
own premiums in a try for a share of 
the market. They are using TCP, their 
own additives or merely more ad- 
vanced refining processes. 

After cutting their teeth on the 
toughest competition in recent years 
during the waning months of 1953, 
oil men are gearing up for an even 
hotter market battle this year. Dis- 
tributor and station expansion are 
expected to keep pace with or surpass 
1953 leveis. 


Ashland Oil & Refining Co. 


Sales — Ashland’s sales increased 
4% over the record year of 1952, but 
the larger sales volume was more than 
offset by increased operating costs and 
other expenses. 

Facilities — Capital investments in 
plants, properties and equipment drop- 
ped 26% from 1952. Principal new 
refining project for 1954 will be a 
catalytic reforming unit at Catletts- 
burg, Ky., a large catalytic cracking 
unit for the National refinery at Find- 
lay, Ohio, or a complete modernization 
and enlargement of the Aetna refinery 
at Louisville, Ky. 


New Products—New profitable spe- 
cialty products are being manufactured 
in substantial volume, and the Buffalo 
refinery will be producing asphalt soon. 
Waterflooding of an old oil field in 
West Virginia has increased produc- 
tion of Valvoline motor oils 25%. 


Atlantic Refining Co. 


Sales—An increase of 3.4% in do- 
mestic sales was reported over 1952, 
and net income rose 23%. Atlantic’s 
foreign sales increased more than 
13% 

Facilities — New plant and equip- 
ment expenditures topped 1952 figures 
by more than $10 million and present 
plans call for equal expansion in 1954. 
In this year’s program, “more money 
will be spent in the producing, trans- 
portation and marketing departments, 
while less will be spent for manufac- 
turing, since a large part of the major 
Philadelphia refinery program has 
been completed.” 

Transportation — Total tanker ca- 


pacity was increased 3.6%, and 94% 
of foreign and domestic shipments 
were made through owned and con- 
trolled channels. 


Cities Service Co. 


Sales—Cities Services sales totaled 
more than 98 million bbl. during 1953, 
surpassing all previous records. The 
record volume was marketed through 
18,356 outlets displaying the Cities 
Service emblem. 

Facilities—Another record was set 
in capital expenditures. More than 
three times as much was allowed for 
refinery facilities as in 1952, for a 
total of almost $29 million. Market- 
ing capital expenditures rose from $9 
million to $12.5 million. 

The continuing program for re- 
habilitation of well-located older sta- 
tions was carried forward. Also, 
“attractive new station designs were 
created and these are being incorpo- 
rated in experimental construction in 
various sections.” 

Transportation—Crude oil and re- 
fined products transported through 
pipe lines of Cities Service and asso- 
ciated companies increased 110 mil- 
lion bbl. over 1952. 

(Continued on Page 36) 


How Oil Companies Fared in 1953 


Atlantic 
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379,759 
$1,955,813,116 


*Omitted from totals (included in Jersey Standard figures). 


**Includes Republic Oil Refining. 
# Estima 


ted. 
& Includes $3,268,000, after taxes, from sale of investment. 
(b) Includes $5,711,000, after taxes, from sale of assets received upon dissolution of a 50% 
and is after deducting $5,500,000 reserve for loss on foreign exchange. 
(c) Includes $9,255,800 recovered in settlement of claim for refund of overpayment of 
federal income taxes for years 1943 and 1944. 


(d) Sesto te Ps credit of $9,630,351. 
(e) Includes 
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FINANCIAL 


British American Oil Co., Ltd. 


Sales—A 10% increase over 1952 
in the amount of products sold brought 
with it a net income gain of 40%. It 
was a record year in all phases for 
British-American, particularly in U.S. 
operations, where net earnings quad- 
rupled. 

Marketing — The company estab- 
lished a new water terminal at Forest- 
ville, Quebec, which supplies half the 
total requirements for the multimillion- 
dollar Bersimis power project. Another 
terminal in under construction in Baie 
Comeau. 

British-American constructed 27 
new company-owned service stations 
and lent financial aid for 100 inde- 
pendent dealer stations. 

In November, the company pur- 
chased the distribution facilities 
operated in the Sault Ste. Marie area 
by District Services Limited, and ter- 
minal facilities are to be expanded as 
part of the future marketing develop- 
ment in that area. 





Canadian Oil Co., Ltd. 


Sales—Climbing to record heights, 
Canadian Oil sales reached 260 mil- 
lion gal. in 1953, an increase of 28%. 
Measured in dollar volume, the in- 
crease amounted to 14%. Much of 
the growth was in fuel oils and refinery 
gases. This is due to the availability of 
products from a full year’s operation 
at the new Sarnia refinery. 

Service Stations—Canadian build 21 
modern White Rose stations during 
1953 and more are either under con- 
struction or construction has been 
ordered. 

Transportation—Interprovincial Pipe 
Line Co. completed extension of its 
line from Superior, Wis., to Sarnia to 
connect with the refinery storage tanks. 
First crude deliveries were made in 
January of this year. 


Continental Oil Co. 


Sales—Continental posted a record 
sales total of 2.2 billion gal. of refined 
products during 1953, for an increase 
of 13.1%. Conoco officials said the 
accomplishment was “primarily the 
result of construction of new service 
stations, addition of new jobbers, intro- 
duction of new and improved prod- 
ucts, term sales contracts and acceler- 
ated advertising and sales promotion 
activities.” 

The TBA sales division completed 
its first full year of operation in 1953 
and recorded a gross of $6 million, 
approximately double the eight-month 
total for 1952. 

Conoco supplied 28% more prod- 
ucts to the military during 1953 and 
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liquefied petroleum gas sales jumped 
12.8%. 

Marketing—During the year, 182 
service stations, some of an advanced 
modern design, were completed. Also, 
25 new jobbers were added, bringing 
Conoco’s jobber total to 1,000. 

Refining—Crude runs to stills. in- 
creased 20.3%, and a modernization 
and expansion program at the Lake 
Charles, La., refinery upped refining 
capacity by 34,000 b/d. 


Creole Petroleum Corp. 


Sales — Refined products sales in 
Venezuela during 1953 increased 6% 
over 1952 and represented 54% of 
the domestic Venezuelan market. Net 
income showed an increase, though 
production was down 1.1%. 


Derby Oil Co. 


Sales—Total refined products sales 
of almost 2 million gal. gave Derby 
the largest volume in its history and 
amounted to an increase of 22.7% 
over 1952 gallonage. Gasoline, jet 
fuel, Diesel fuel and specification as- 
phalt were mainly responsible for the 
increase. Gasoline sales were up 20% 
over 1952. 

Crude oil processed was 21.12% 
greater than 1952. 


Gulf Oil Corp. 


Sales — Revenues from sales and 
other sources in 1953 were the highest 
in Gulf’s history, up 7% over 1952. 
Increased volume of business, par- 
ticularly greater sales of crude oil, 
accounted for most of the gain. 

Refineries—Construction continued 
on major refinery expansion projects 
that will increase total capacity of the 
Philadelphia refinery to 180,000 b/d. 
Completion is scheduled for the first 
half of this year. The volume of gaso- 
line manufactured during 1953 was 
highest in the company’s history. 

Marketing — Gulf opened 80 new 
company-owned service stations, 105 
older stations were modernized and 
many other outlets were leased. A total 
of 37,000 outlets in 37 states now 
handle Gulf products. 


Humble Oil & Refining Co. 


Sales — Humble’s gasoline sales in 
Texas increased 6% during 1953, 
compared with an industrywide aver- 
age of 4% for the state. Total products 
marketed by the company were up 
2%. Humble continued as the state’s 
leading gasoline marketer, accounting 
for 16.6% of the tax-paid sales in 
Texas during the year. . 

Facilities—Several refining projects 
either were completed or started dur- 


ing the year, but low demand for 
middle distillates cut total crude runs 
2.7%. A total of more than $7 million 
was spent on pipe lines and related 
facilities. 

Marketing—Humble added 50 re- 
tail outlets during the year. New con- 
struction, remodeling and other sales 
efforts upped the average monthly 
volume per station 6% to record levels. 
Plans have been completed for ex- 
panded operations in the Panhandle- 
Plains area of Texas. The company 
acquired 23 service stations in the 
area and also plans to market its prod- 
ucts through selected dealers. 


Lion Oil Co. 


Sales—Lion’s total sales volume was 
down 1% from 1952, but total sales 
and operating revenues reached a new 
high. Increases of 6% in asphalts and 
9% in light fuels were more than 
offset by reductions of 7.5% in gaso- 
line and 15% in lubricating oils. 

Discontinuance of the purchase and 
resale of gasoline produced by another 
company, early in the year, accounted 
for the decrease in gasoline sales. Re- 
duced purchases for the military and 
lower export demand caused lube sales 
to decline. 

Facilities—Crude runs were highest 
in Lion’s history and a $5.5 million 
refinery expansion program was com- 
pleted during the year. 

Twelve new service stations were 
put into operation during the year. 


Mid-Continent Petroleum Corp. 


Sales—Total gasoline sales during 
1953 broke all previous records, total- 
ing more than 565 million gal. for an 
increase of more than 4%. But total 
sales showed a slight loss. Decreases 
in sales of heating and residual oils 
were blamed for the sales drop. TBA 
sales rose 27%, making a 70% in- 
crease for the past two years. 

Marketing — Mid-Continent added 
13 new bulk stations and 48 service 
stations, and remodeled 40 stations 
during the year. The marketing ex- 
pansion will be continued in 1954. 

Transportation—The use of trans- 
port trucks by the marketing depart- 
ment continued to increase. The trucks 
operated a total of almost 3 million 
miles and transported over 160 mil- 
lion gal., an increase of more than 
11.7% over 1952. 


Ohio Oil Co. 


Sales— A 1% decrease was re- 
corded in total sales of refined prod- 
ucts, but their dollar value was 3% 
above 1952, for the highest net sales 
figure in the company’s history. 

(Continued on Page 39) 
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Synthetic Fabrics and Yarns 


Motor Oil and Gasoline (Additives) 


To sell America’s most demanding buyers... specify 


fora 
complete line 


of high quality SURFACE COATING 
petroleum chemicals PETROHOL 91 


PETROHOL 95 
PETROLEUM PETROHOL, 99 
PARANOX 


JAYSOL 

Secondary Buty! Alcohol 
PARATONE Secondary Butyl Acetate 
PARAFLOW 
PARAPOID 


Isopropyl Acetate 
Acetone 

PARADYNE Methyl! Ethyl Ketone 

PARATAC Ethyl Ether 

PETROHOL 

Methyl Ethyl Ketone 


Isopropyl! Ether 
Dicyclopentadiene 
Dewaxing Aid 
Ethyl Ether 


Napththenic Acids 
Isopropyl Ether 


Iso-Octyl Alcohol 
Decy! Alcohol 
Reference Fuels 


Denatured Ethyl Alcohol 


CHEMICAL 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
JAYSOL 

Iso-Octyl Alcohol 
Decy!] Alcohol 
Denatured Ethy! Alecvhol 
Tridecy] Alcohol 
Dicyclopentadiene 
Isoprene 

Butadiene 

Ethyl Ether 
Isopropyl Ether 
Tetrapropylene 
Tripropylene 
Aromatic Tars 
Benzene 

Acetone 

Methyl Ethyl Ketone 
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34 successful years of leadership in serving industry 


Meet America’s most important consumer. The woman 
whose judgment makes or breaks a sale in more and more 
fields today. She buys the look, wear, work and performance 
of a product . .. she demands proved results. 


That’s why it pays to back your product with the research, 
experience, know-how and proved results of the Enjay 
Company. Enjay is a recognized leader in developing and 
marketing a complete line of uniform, high quality petro- 
leum chemicals for the chemical, petroleum and surface 
coating industries. Specify Enjay for the dependable in- 
gredients that assure proved results. 


ENJAY CO., INC. ¢ 15 West 51st Street, New York 19, N.Y. 
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“ron OIL PRODUCTS 


BIRTANK all-welded, leak-free storage tanks stand up 
under the most rugged conditions, giving stout year-in, 
year-out service. The cost is no higher for the BEST .. . 
as proved by BIRTANK users in every part of the 
country. Whatever your oil or gas storage problem, 
specify BIRTANK . . . to save time, money, 
and for long-life product-protection. 


FOR COMPLETE INFORMATION ON BIRTANK waite: 


BIRMINGHAM TANK COMPANY 


4 TYPE AND SIZE Pa 
FOR EVERY GIL STORAGE THE INGALLS IRON WORKS COMPANY 


MAIN OFFICE: BIRMINGHAM, ALABAMA 
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FINANCIAL 


Gasoline sales were up 6.5%, but 
heating oil declined because of rela- 
tively mild weather in the company’s 
marketing area during the last quarter 
of the year. 

Marketing—Ohio Oil built 57 new 
service stations and remodeled 33 old 
outlets during 1953. It plans to con- 
tinue the program in 1954. 

About 40% of the company’s sales 
volume of gasoline and light fuel oils 
is marketed through Independent job- 
bers and wholesalers. Ohio Oil says 
it is “proud of the stability of its 
relationship with Marathon jobbers, 
some of whom have been associated 
with Ohio Oil Co. since the beginning 
of its marketing activities.” 





Plymouth Oil Co. 


Sales—Consolidated net income of 
Plymouth and subsidiaries was down 
from 1952. Production declined 9% 
primarily because of a smaller number 
of producing days. 

Facilities—Consolidated capital ex- 
penditures were $11.5 million, second 
highest in the history of the company. 
This figure included construction of a 
platforming unit at Republic Oil’s 
Texas City refinery, and new construc- 
tion at Plymouth’s Welder gasoline 
plant. 


Phillips Petroleum Co. 


Sales — Volume of sales increased 
4% and dollar value was up 9%. 
Total sales reached 4.75 billion gal. 
of finished liquid products. Sharing 
in the higher volume were automotive 
and aviation gasoline, jet fuel, burning 
oils, liquefied petroleum gases, lubri- 
cating oils and greases and road oil 
and asphalt. 

TBA sales also increased during 
1953. 

LP-Gas—Phillips continued as the 
largest producer-marketer of liquefied 
petroleum gases with a volume in- 
crease of 13% over 1952. Use of 
Philgas for buses, trucks and tractors 
continued to expand. 

Terminals—A 255,000 bbl. under- 
ground propane storage cavern was 
completed in March, 1953, at the 
Kankakee, Ill., pipe line terminal. 
The company now has 643,000 bbl. 
of underground propane storage con- 
nected with its pipeline systems. 
Additional aboveground oil products 
storage totaling 440,000 bbl. was 
completed during the year at two 
terminals along the line. 

Marketing—Phillips began market- 
ing in Florida during August. At the 
year-end, more than 200 outlets were 
in operation there and the number is 
increasing. An accelerated program of 


modernizing present stations and add- 
ing new ones throughout the sales 
territory was continued and at the 
end of the year 16,800 outlets in 30 
states were handling Phillips products. 


Pure Oil Co. 


Sales—Refined products sales vol- 
ume increased 9% over 1952 and 
lubricant sales as a division showed a 
19% rise. Pure Oil recorded the 
highest sales volume in its history. 


Facilities—Construction projects at 
Pure’s three largest refineries “will 
increase our crude processing capacity, 
operating flexibility and provide im- 
proved quality characteristics necessary 
to meet present and future competitive 
requirements.” 

Modernization of the marketing 
facilities continued through the year. 
A limited number of new service sta- 
tions were constructed. 

(Continued on Page 42) 








Look at these features: 


* Self priming . . . no foot valve needed.* 
* Easy to install. * Sturdy and durable con- 
struction eliminates need for costly servicing- 
* Over 90% efficient because of its positive 
action. * Efficiency not affected by moisture, 
sediment or extreme temperatures of light liquids. 
%* Without priming, pump will lift water 29’ at 
750’ above sea level. * Higher capacity with 
less effort. Only 8” travel at end of handle. 
%* Pump handle shaped and located for natural 
ease of operation. Handle can be inverted to 
suit unusual applications. %* No extra gaskets to 
replace. * Double action, 1 piece diaphragm 
constructed of durable and time proven synthetic 
material. * Included as STANDARD EQUIP- 
MENT: Positive locking device .. . base of pump 
casting threaded for 1%” and 2” |.P.T. * May 
be adapted for either permanent or portable 
installations. * Guaranteed for 1 year against 
mechanical defects and workmanship. 


*When meter is used on any model pump, a foot valve is 
recommended for meter accuracy. 








10 MODELS TO 
CHOOSE FROM FOR 
VARIOUS APPLICATIONS 


ON THE FARM... 
IN THE FACTORY... 
IN THE PETROLEUM 
INDUSTRY, the Byroad 
has many uses 

a 
SOME TERRITORIES 
STILL AVAILABLE 


Write for further information 


manufacturing corp. 
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-TRAILER HI 


Here are just a few Fruehauf models 


Wherever, whenever, there’s a liquid-hauling job to 
be done, there’s a Fruehauf Tank-Trailer specially 
designed to do it profitably! Fruehauf’s line of Tank- 
Trailers is the broadest, the finest, in the Trailer 
industry! Write now for further details on any unit— 
Fruehauf Trailer Company, 10953 Harper Avenue, 
Detroit 32, Michigan. 





STORY! 











Stainless Steel Acid Transports _ Low Pressure Hot Sulphur Troilers Low Pressure Latex Tank-Trailers 
ey = é we 


Calcium Chloride Transports 










Large Capacity Double Drop Gasoline 
Transports 










Western Gasoline Semi-Trailers 


Western 
Truck-Full-Trailer 
Gasoline 






Semi and rier uP ag Gasoline 
ombinations 





“ENGINEERED TRANSPORTATION” 


TRAILER COMPANY 


World’s Largest Builder of Truck-Trailers 
Detroit 32, Michigan . B  heemeamear Propane and Anhydrous 
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FINANCIAL 


Shell Oil Co. 


Sales—Dollar volume of sales ex- 
ceeded the $1 billion mark for the 
third consecutive year and reached a 
new high. 





Refining — Amount of crude oil 
processed surpassed the 1952 total by 
7.7%. Three major refinery expansion 
projects are scheduled for completion 
in 1954 and another will follow near 
the end of 1955. 


Transportation — Two modern 18,- 
000-ton tankers were put into service. 
Last year also marked completion of 
the Wood River-East Chicago pipe line 
expansion, increasing capacity from 
38,500 to 85,000 b/d, and other pipe 
line projects. 

Marketing — Highlight of the year 
for Shell marketing was the introduc- 
tion of Shell Premium gasoline with 
TCP (tri-cresyl phosphate). This start- 
ed the premium race that now involves 
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TIMKEN BEARING| 
eee 4° 199 8 2 >) ee 
a 


No. 857 
SWING JOINT 


Pertected in 
collaboration 
with Timken 
engineers — 

to minimize 
friction — 

to handle 
heavier loads 
—and for long 
range usage. 


The addition of Timken Tapered 
in this new 
swing joint introduces a positive 
friction-reducing element, as- 
flexibility and 
faultless performance in han- 
dling heavy loads and opera- 
tions of longer range. Available 
in 3° and 4” pipe sizes, and 
may be supplied with most 
Oilco loading assemblies. 


Roller Bearings 


sures greater 


PLUS VALUE 


SPRING-MATIC 
LOADER 
460 LR 


Sizes 3” & 4” 


This assembly of long range 
is designed to insure free 
over-all movement — with 
fatigueless compression 
springs which permit the 
loader to return to upright 
position without lock or 
manual aid. Extended 
length 136", reaching dome 
centers of approximately 24 
feet. Equipped with the new 
tapered roller bearing swing 
joint. Available with No. 39 
ball dip pipe assembly. 
special lengths and other 
modifications. 


For complete details write for descriptive folder, A-1. 


Oi. Equipment Mawnuracturinc Co. 
INCORPORATED 


3100 VERMONT AVE. 


LOUISVILLE 11, KY. 











most major companies and many in- 
dependent refiners. 


Sinclair Oil Corp. 


Sales — Volume of products mar- 
keted by Sinclair in the United States 
increased 6.4% over 1952, to reach 
another all-time high. Gross operating 
income was 9% above 1952. 

Facilities—New construction proj- 
ects were completed during 1953 at 
the company’s refineries in Houston, 
Tex.; Marcus Hook, Pa.; Sinclair, 
Wyo., and Wood River, Iil. 

Distribution of products through 
Sinclair facilities was advanced in 
many parts of the company’s 42-state 
marketing territory by the opening of 
new terminals in a number of cities. 

Typical of Sinclair’s marketing ex- 
pansion during 1953 was the Utah- 
Idaho area, where many new retail 
outlets, bulk plants, terminals and a 
products pipe line were acquired or 
constructed. 


Socony-Vacuum Oil Co., Inc. 


Sales — Socony marketed 563,000 
b/d of products through 34,000 deal- 


| ers and distributors for an increase of 
| 3.9% 
| brought reductions in burning oil and 


over 1952. Warmer weather 


light fuel oil sales, but increased sales 
of gasoline and other products more 
than offset those losses. 

Facilities — Socony plans to spend 
$71 million on its domestic refineries 
during 1954, compared with $34 mil- 
lion in 1953. Much of this will be for 
the new refinery at Ferndale, Wash., 
and for catalytic reformers under con- 
struction there and at three other re- 
fineries. 

These new projects are being carried 
out to meet the need for higher grade 
gasolines. 

In addition to these expenditures, 
the company says, “it is likely that the 
industry will continue to devote atten- 
tion to the improvement of transpor- 
tation, distribution and marketing 
facilities so as to increase efficiency 
and reduce costs. 

“We regard these as normal and 
desirable developments leading direct- 
ly to better products and service for 
the customer.” 


South Penn Oil Co. 


Sales—Pennzoil product sales con- 
tinued at a higher level than 1952, but 
wholesale operations were “spotty.” 
In the cylinder stock and bright stock 
markets, low demand and gradually 
decreasing prices were the rule 
throughout the past year. 

Exports held to the 1952 level until 

(Continued on Page 44) 
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WOH If your air compressor is too small to service your shop, 
if your repairmen have to wait to get air, why don’t you see 
your Westinghouse Air Compressor dealer? He has compressors 
in a wide range of sizes . . . and one will be just right for your 
shop. 


Westinghouse Air Compressors are designed to give you a 
lifetime of maintenance-free service. Look at these Westinghouse A Westinghouse Model “Y” 
exclusives: controlled pressure lubrication . . . oil is fed at a Air Compressor to meet your needs 
constant pressure to moving parts; low oil level protection . . . Westinghouse Model “Y" Compressors are 


two stage, two cylinder compressors available 
all : » all ¢ . Fete, in sizes from 1% hp, 7.4 c.f.m. displacement 
air cannot be pumped until the oil is at the proper level; positive —y me fy ee 
starting unloader . . . loading will not start until the motor versatile compressors can put out the high 

: pressures needed on some jobs, and when 
reaches its rated speed. equipped with a Westinghouse Reducing 
Valve, they provide fixed low pressures for 
Your Westinghouse Air Compressor dealer can survey your spraying and polishing. 


shop and help you select the very compressor that best fits your as . 
shop requirements. And remember, your Westinghouse Air i = AV aes. 
Compressor dealer has a complete repair shop for fast, efficient for edisienm 
service. He’s listed in the classified section of your telephone requirements 
directory. This small com 
——_- has 


a_ displacement 
of 3.7 c.f.m. 


Westinghouse Air Brake | =" 
COMPANY 


INDUSTRIAL PRODUCTS DIVISION WILMERDING, PENNSYLVANIA 











Manufacturers of air compressors, pneumatic cylinders, actuators, air control devices 
of all kinds, engineered pneumatic control systems, and front end loaders. 


Factory Branch: EMERYVILLE, CALIF. Distributors throughout the United States...Consult your Classified Directory. Distributed in Canada by: Canadian Westinghouse Co. Ltd. Hamilton, Ont. 
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the fourth quarter, when a sudden 
slump resulted in over-all export sales 
decreasing 100,000 gal. below the 
1952 record. 

Facilities—The Pittsburgh river and 
bulk terminal, and a marine and bulk 
terminal at Alameda, Calif., were 
completed near the close of the year. 

During the year, three service sta- 
tions were purchased, six sold, and one 
new station built. Two bulk plants 
were purchased and one site was ac- 
quired for the projected construction 
of a sizeable station. 





Standard Oil Co. of California 


Sales—Standard of California sales 
were up from 1952 totals, with net in- 
come showing an increase of almost 
$15 million. 

Refining — Refinery and chemical 
plant expansion projects amounting to 
$58 million were authorized in 1953. 
Actual expenditures will be at a peak 
during 1954, as some of the projects 
are completed and others go into ma- 
jor construction phases. 

Service Stations — Major marketing 
expense was for construction and re- 
construction of stations. California 
Standard now has 1,100 Standard 
Stations, Inc., outlets and serves more 
than 6,000 independent Chevron sta- 
tions on the West Coast. 

California Oil Co., subsidiary re- 
finer and marketer in 11 eastern sea- 
board states and the District of Co- 
lumbia, acquired a group of 150 service 
stations in northern New Jersey late 
in the year. 


Standard Oil Co. (Indiana) 


Sales — Indiana Standard sales vol- 
ume gained 6% in 1953, reaching a 
record high for the seventh straight 
year. Contributing most to the volume 
gain were naphthas and gasolines, 
railway and other Diesel fuels, indus- 
trial lubricating oil and coke. TBA 
sales also showed a substantial in- 
crease. 

General Expansion—Company offi- 
cials expect capital expenditures of 
more than $209 million in 1953 to be 
surpassed in 1954 and 1955, for the 
following reasons: 

—The military services have repeat- 
edly stressed the need, for possible 
emergency use, of at least a million 
barrels a day of spare producing and 
refining capacity. 

—Development of new crude re- 
serves, much of which must go to re- 
place those used up in a given year, 
requires about half of our total new 
investment. 

—The company cannot afford to lag 
behind in the competitive race for 


tt 


product quality or in our efforts to 
improve our operations and equip- 
ment. Manufacturing facilities must be 
kept up to date. Competitive pressures 
also call for better distributing and 
marketing facilities. 

—Expansion and modernization 
cost more than they once did. Deple- 
tion and depreciation charges on old 
facilities don’t provide enough funds 
to replace them at today’s high costs. 

Marketing — Three new products 
terminals were built during 1953 and 
four more are planned for 1954. A 
master warehouse is being built at 
Hammond, Ind., for barrel and pack- 
age goods. A total of 960 new service 
stations were built either by the com- 
pany or by private capital for lease to 
the company. 


Standard Oil Co. (Kentucky) 


Sales—Net sales and other income 
for the year were the largest in the 
company’s history, reflecting an in- 
crease in consumption of petroleum 
products in the marketing area as well 
as expenditures for improved and in- 
creased facilities. 

During the year, particularly in the 
last six months, competition in many 
different localities became severe and 
the company was forced to reduce sell- 
ing prices, particularly on motor gaso- 
line, to protect and maintain business. 


Standard Oil Co. (New Jersey) 


Sales—Gross income from sales was 
up 3% in 1953 over 1952. The in- 
crease was due largely to higher vol- 
umes and improved sales realizations, 
particularly in crude oil and motor 
gasoline, but partly offset by declines 
in heavy fuel oil. 

Capital Expenditures—Jersey Stand- 
ard spent $508,700,000 on property, 
plants and equipment during 1953, 
second highest total in the company’s 





Taxes Top Incomes 


In their role as tax collectors 
during 1953, oil companies took 
in roughly 170% as much tax 
money from their customers as 
they made in net profits. 

Eighteen companies reporting 
state and federal excise tax fig- 
ures in their annual statements 
showed more than $1,828 mil- 
lion of these funds collected and 
handed over to various govern- 
mental bodies. 

Their combined net incomes 
were just under $1,087 million. 











history. Almost half of this total was 
concentrated in production and about 
25% went for refining. 

In the eight years since World War 
Il, Jersey’s consolidated affiliates in 
the United States, Canada and Latin 
America have spent $3,359 million for 
replacement and expansion of facili- 
ties. 


Standard Oil Co. (Ohio) 


Sales — Petroleum products sales 
reached a record high of 47 million 
bbl., for a 13% increase over 1952. 
Sohio branded products showed a 6% 
increase. 

Refineries—Capital expenditures for 
refinery improvements neared $9 mil- 
lion, compared with $5.6 million in 
1952. Refinery production increased 
13% over 1952. 

Marketing — In September, 1953, 
construction was started on a new re- 
fined products distribution center for 
the Cleveland sales area. The terminal 
will replace gasoline and distillate 
loading facilities that have become 
inadequate. 

Thirty-six new service stations were 
constructed during the year and work 
was started on 14 others. 


Sun Oil Co. 

Sales—Sun’s sales volume and in- 
come rose in 1953, with sales topping 
all previous records. This increase 
came “despite a notable stiffening of 
competition, particularly with respect 
to the sale of gasoline and lubricating 
oils.” 

Facilities — During the year, Sun 
spent $92.4 million for capital expan- 
sion, $33.8 million of which went for 
improvements in manufacturing fa- 
cilities. Crude runs to stills increased 
4% in 1953. 

Sun built 141 new service stations 
during the year, and 282 others were 
under construction or about to be 
started as the year ended. Under- 
ground storage capacity of a number 
of stations was increased, yielding a 
further reduction in the cost of indi- 
vidual deliveries. 

A new terminal supplied from the 
Toledo, Ohio, refinery by pipe line was 
completed at Dayton. It has tankage, 
loading racks and complete office fa- 
cilities. It also provides central ware- 
house stocking of tires, batteries and 
accessories and packed motor oils and 
greases for distribution to southern 
Ohio and Indiana. 

Construction was begun on a new 
marine terminal to receive gasoline 
and furnace oils at Bridgeport, Conn. 
Completion is scheduled for late in 
this year. 
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The Texas Co. 


Sales—In the “most intensely com- 
petitive marketing conditions since the 
days before World War II,” Texaco’s 
sales held and net income set a new 
high during 1953. 


Facilities — In domestic operations, 
work was started on the expansion and 
modernization of the company’s re- 
fineries at Amarillo and El Paso, Tex., 
and the erection of a catalytic reform- 
ing unit at Port Arthur. 


Foreign Operations—Texaco’s for- 
eign subsidiaries increased operations 
during 1953. Sales volume and manu- 
facturing activities for McColl-Fronte- 
nac in Canada were at an all-time high. 


Tide Water Associated Oil Co. 


Sales—Total revenues from sales of 
crude oil, natural gas, petroleum prod- 
ucts and TBA amounted to $473.4 
million in 1953, compared with $426.6 
million in 1952. Refined products 
sales of 68.7 million barrels were up 
9.1% from the previous year. Tide 
Water filled government contracts 
totaling 8.8 million bbl. 

Facilities—Total crude throughput 
for the year increased more than 11 
million bbl. from 1952. The year was 
marked by extensive improvements in 
the Avon, Calif., refinery. 

Construction was begun during the 
year on four tankers. Two are for 
crude oil service and the other two will 
carry oil products on the Pacific Coast. 


Union Oil Co. of California 


Sales—Volume of crude oil and re- 
fined products sold by Union in 1953 
increased 5% over 1952 to set a rec- 
ord high for the fifth successive year. 
Sales revenues passed $300 million for 
the first-time. 

Because of refinery improvements to 
increase gasoline yields at the expense 
of fuel oil, gasoline sales have in- 
creased more than 40% over the past 
five years while fuel oil sales have 
risen only 7%. 

Marketing—Union opened 105 new 
service stations in 1953 and 44 older 
stations were completely rebuilt. Plans 
for 1954 call for construction of 155 
new stations and rebuilding of 44 older 
outlets. Wherever possible, this con- 
struction is being financed by insur- 
ance companies and other institutional 
investors under long-term lease ar- 
rangements. 

The company’s retail marketing op- 
erations were expanded to cover Utah 
and southern Idaho under distributor- 
ship arrangements and by construction 
of new stations. 





Richfield Oil Corp. 


Sales—Refined products sales totaled 
almost 38 million bbl. in 1953, setting 
a new high for the company. Total 
sales of crude oil and refined products 
topped $200 million, an increase of 
almost $25 million over 1952 

Domestic gasoline sales reached a 
new peak and aviation gasoline sales 
were improved by entering a long-term 








IN SOLID COLORS 


or LITHOGRAPHED IN 


YOUR OWN DESIGN 


contract to supply a major airline on 
the West Coast. 

Marketing—The number of service 
station dealers selling Richfield prod- 
ucts, total gasoline volume through 
retail outlets and average gallonage 
were highest in history. Marketing 
capital outlays topped $5 million and 
helped meet increasing demand and 
stronger competition. 


IT PAYS TO LOOK 
AT THE COMPLETE 
G. P. & F. LINE! 


Deliver the goods safely and 
attractively in G. P. & F. 
steel containers. Just tell us 
what your line is. We're 
sure we have just the right 
container for you in our 
line! And remember, you 
can order in straight car- 
loads, mixed carloads 

or smaller quantities. 


GEUDER, PAESCHKE & FREY CO. 


425 NORTH I5TH STREET © MILWAUKEE 1, WISCONSIN 
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PORTABLE LUBRICATOR 


Air Primed...No Compressor Needed 


% Ideal Portable Unit—for everyday or auxiliary use . . . indoors, 
outdoors, anywhere! 


% One Hand Operation . . . has handy carrying strap! 
% Holds 5 Ibs. grease 

% Powerful . . . Pressure to crack any fitting! 

% Light weight... only 15 Ibs. full! 

% Visual grease level indicator 

%& Easy to Fill... by hand or with gun filler unit. 


% Volume control nozzle . . . full swiveling . . . with pressure 
booster feature 


% One year guarantee 


See your ARO Jobber 
THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


Aro Equipment of Canada, Ltd., Toronto 1, Canada 


® 
LUBE EQUIPMENT 


Also... AIR TOOLS .. . AIRCRAFT PRODUCTS 
- GREASE FITTINGS 











FUEL OIL 


Spring Warmth Cuts 
Degree Day Totals 


Temperatures made a_ substantial 
climb throughout the entire nation 
during the week of April 4-10. In the 
Midwest the average degree day totals 
dropped from 212 for the previous 
week to a low of 79 for this week. 
The southeast, with an average of 22, 
was the warmest section reporting. 

The figures for the season to date 
are still below the normal, while ap- 
proximately equal to those of last 
year. The largest deviation between 
1954 and 1953 is a 315 total decrease 
found in the Midwest. 


Season Sept. 1-April 10 


East Coast 1954 1953 Normal 
Boston 4476(b) 4637 5183 139 
New York (a) 4059 4049 4606* 
Phila- 
delphia(a) .3774 3769 4215 98 
Washington . 3673 3408 3851* 89 
Average 3996 3966 4464 Ii11 


Great Lakes 

Buffalo 5444(b) 5384(b) 5782* 140 

Chicago 4935 5251 5722 103 

Cleveland 4909 4817 5384 97 

Detroit 5209 5244 5751* 126 

Toronto(a) ..5700 5477 6459* 175 
Average 5239 5235 5820 128 


Midwest 
Denver 4557 4890 5454 65 
Minneapolis .6528 7021 7154 133 
Omaha . . .5019 5305 5726* 72 
St. Louis(a) ..3719(b) 3868 4220 47 
Average 4956 5271 5639 79 
West Coast 
San Fran- 
cisco(a) 1956 2145 2095 61 
Seattle(a) 3593 3390 3746* 120 
Average 2775 2768 2921 91 
Southeast 
Birmingham .2525 2469 2691* i) 
Charleston(a) 1582 1552 1756 16 
Nashville 2873 3220 3575* 15 
Raleigh(a) 2829 3752 3109 46 
Average 2452 2498 2783 22 


Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 

(b) Includes weather bureau correction. 

*New normals. 


Gas Competition Closer 


Natural gas companies seeking to sup- 
ply the Pacific Northwest will present 
oral arguments before the Federal 
Power Commission on June 1. The 
two principal applicants are Pacific 
Northwest Pipe Line Co. and West- 
coast Transmission Corp. The FPC is 
by-passing an intermediate decision by 
a hearing examiner because it is cer- 
tain that such a decision would be 
appealed anyway. The decision will be 
handed down by the Commission 
itself. 
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The J&L line includes all types of 
Closures and Finishes. Bright, colorful 
decorations may be reproduced to 
your specifications. Heavy-duty ICC 
Drums. Light-gauge Drums. 55, 30 
and 15 gal. capacity and 100-Ib. 
Grease Drums. Lightweight Drums for 
Chemical and Powdered Materials. 
1-10 gal. capacity Steel Pails for 
Foods, Chemicals, Oils. . 
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FOR TOUGHNESS 


... when the going is tough 
J&L STEEL CONTAINERS 
CAN TAKE IT 


J&L Steel Drums and Pails meet the most rigid tests 
for durability because: 


1 J&L Drums and Pails are made from 
high quality J&L Steel Sheet. 


J&L Drums and Pails are made with 
care and accuracy in every detail. 


You can obtain J&L Steel Drums and Pails through 
plants located in leading industrial centers. You'll 
find J&L service fast and efficient. 


Sones ¢ Laughlin 
STEEL CORPORATION — Pittsburgh 


CONTAINER DIVISION 
405 Lexington Ave., New York 17, New York 












BUILT BY BUCKEYE- 
To Do the Best 
Fuel Handling Job Longer! “ter 





No. 658-C—Self-Closing, Soft-Closing, 
Adjustable Line Loading Valve 


No, 845-C—Utility or 
Farm Nozzle 





MAIL COUPON FOR COMPLETE DETAILS 


Ne. 601-A—All-Brass | 


N Double Swing Joint 
BUCKEYE IRON & BRASS WORKS, 
Dept. N, P.O. Box 883, Dayton 1, Ohio 


Please send details on the complete Buckeye line. 


No. 603-A—Malleable 
iron Double Swing Joint 
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No. 769-F— 
No. 850—Vertical Check Easy-to-Clean 
Extractor Valve Top-Opening 


Line Strainer 
No. 825—Angle Check Valve 
Extractor installation with strainer 


No, 800-E— Brass Hose Nozzle 
No, 800-F—Aluminum Hose Nozzle 
with No, 802-B— Curved Rigid Tube 





No. 775-M— Aircraft 
Fueling Nozzle Valve 
(Military Specification Nozzle) 


No. 782—Fuel Oil Delivery 
j Nozzle Valve with No. 591 
No. 87 1—*"PRESTITE” ] Inlet Check Valve 
—new “twist-of-the-wrist” / 
Fill Cap. Threadless 


NS 


_ 
_— 
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TIRES—BATTERIES—ACCESSORIES 


There's No Harm in Following the Crowd 


By 
Frank C. Sturtevant 


It doesn’t pay to be different in oil 
TBA marketing. 

A promotion plan that works well 
for one company will work even better 
if a competitor in the same area gets 
the same idea for promoting the same 
goods at the same time. If several 
competitors get on the band wagon 
the combined push gets even better 
results. The public is impressed. Deal- 
ers don’t want to be left out when it 
seems everyone is in the act. 

It’s a difficult idea for some oil men 
to grasp. Selling TBA at the service 
station is quite different from selling 
gasoline. It’s true motorists have a 
choice of gasoline brands, but they 
must go to service stations to get 
them. There aren’t enough other kinds 
of gasoline outlets. 

In the case of TBA, oil’s biggest 
competitors are other kinds of outlets. 
What the TBA business needs more 
than anything else is to make it second 
nature for car owners to think of the 
service station first for every TBA 
need. A start in that direction has been 
made with oil filters. 

April has come to be accepted by a 
sizeable segment of the oil industry as 
“filter check time.” April campaigns 
in recent years to promote more re- 
placements of oil filter elements have 
been well received. Now there are 
two oil filter manufacturers centering 
heavy consumer advertising on filter 
checking at this time of the year. 

An Oil Seller—It’s a natural for the 
oil industry, and fits especially well 
into the traditional spring changeover 
campaigns which have been an ac- 
cepted part of the oil business since its 
early days. 

What is surprising is the reluctance 
of some marketing people toward join- 
ing in On a program where everybody 
wins, and nobody can lose. It is under- 
standable that when the idea was first 
introduced it was regarded as a com- 
petitive weapon of value only to the 
original participants. But the situation 
is a little different now. 

Each year more oil marketers have 


found it worth while to include an 
April filter promotion in their spring 
plans. There are enough oil companies 
adding their efforts to the drive to 
bring it quite close to being an indus- 
trywide movement. No one now can 
be open to the charge of copying a 
competitor, in case that idea seems 
repugnant. 

Vanity a Factor?—Perhaps there is 











— — 


This Gilbarco Roto-Prime pump installa- 
tion in Texas has been in continuous 
service since early 1952, handling mil- 


an undercurrent of personal vanity 
which causes some marketing men to 
stand in their own way. It’s only 
human nature to believe that your 
own ideas are better than your com- 
petitor’s. To appear to copy what 
others are doing seems to imply a lack 
of originality. 

Sometimes, though, the smartest 
thing you can do is jump at the op- 
portunity to go along with an industry 
trend. That’s the way it is with the 
April oil filter campaign. Originality is 
a fine thing, but its value is greatly 
overrated. 


lions of gallons. It has a trouble-free 
record typical of Roto-Prime pumps in 
use throughout the world. 


POSITIVE SELF-PRIMING 
for POSITIVE PERFORMANCE 


The Gilbarco Roto-Prime Pump... 
starts without priming... runs without venting 


Higher suction lift with as much 
as 10% greater efficiency, plus un- 
limited air handling capacity and 
flexibility of mounting, makes the 
Gilbarco Roto-Prime the top-choice 
pump for aviation fueling, transport 
and tank car unloading...for every 
pumping job, large or small. Avail- 
able in capacities ranging from 50 to 
550 GPM and powered by all drives. 
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Write today for catalog and full information 


Gilbert & Barker 

Mfg. Co. 

West Springfield, Mass. 
Toronto, Canada 





LUBRICATION 


Shell Launches Dealer Oil Bonus 


A motor oil sales incentive 
plan for dealers, designed to in- 
crease motor oil ratios, is under 
way in the Detroit Division of 
Shel! Oil Co. 

Detroit Retail Manager Wil- 
liam Penman reports the plan is 
being received enthusiastically 
by dealers in the Detroit, Dear- 
born, Grand Rapids and Saginaw 


districts. 


In proposing the plan to its dealers, 
Shell uses a 20,000-gal. average service 
station as an example of bonuses sug- 
gested for station employes. The 
amount of bonus is determined by 
improvement in oil ratio. (How the 
company figures it is shown in the 
large table below.) 

Assuming the 20,000-gal. station 
sold 3,000 gal. of motor oil at a 1-to-80 
ratio, if that ratio were raised to 1-to- 
75, it would mean an annual sale of 
3,120 gal, of oil. With a recommended 
bonus of 3¢ per gal., this would mean 
$94 in bonus for the year. 

Shell’s proposal to dealers is that 
the sales bonus be paid as follows: 


3¢ PER GAL. 


1:75 1:70 1:65 1:60 
Annual 
gallonage . 3,120 3,452 3,696 3,996 
Bonus . $94 $104 $110 $120 
per man (3 men) $31 $35 $37 $40 


4¢ PER GAL. 
1:55 1:50 
Anuual gallonage . 4,368 


4,800 
. $175 $192 
_. § 3D $ 64 


Bonus eee! 
per man (3 men) .. 
5¢ PER GAL. 

1:45 1:40 1:35 
Annual gallonage 5,328 6,000 6,852 


Bonus .. $266 $300 $343 
per man (3 men) $ 89 $100 $114 


Shell recommends the bonus be 
paid on an annual basis, but points 
out the plan also can be worked to 
allow bonus payments on monthly, 
quarterly or semi-annually, to fit indi- 
vidual operations and conditions. 

How It Works—In a letter to deal- 
ers, Mr. Penman says: 

“The only bookkeeping involved in 
adoption of this system would be to 
divide your motor oil sales into your 
gasoline sales to determine the motor 


How Shell Sets Bonus Ratio 


Ratio (Gal.) 

Oil to Gasoline 
80 Equals 
75 Equals 
70 Equals 
65 Equals 
60 Equals 
55 Equals 
50 Equals 


Gal. Motor Oil 
Per Month 


Monthly Annual 

Gain Gain 
16 192 

36 432 

58 696 

83 996 
114 1,368 
150 1,800 


Phillips Lubes Enter West Coast 


Phillips Petroleum Co. is pre- 
paring to invade the West Coast 
motor oils and greases market. 
A representative has headquar- 
tered in Los Angeles, seeking to 
arrange for distribution. 


Phillips is doing a switch on Union 
Oil of California which some four 
years ago began distributing its motor 
oils east of the Rockies. Phillips, es- 
tablished in the Midcontinent, Mid- 
west and extending to the South, will 
show its brand for the first time in 
California when its products are 
brought in—this spring or summer. 

H. G. Roberts, Phillips representa- 
tive, said distribution will be confined 
to southern California at first but that 
eventually the company plans to dis- 
tribute up and down the coast. His 
assignment, he said, is “to seek dis- 


tribution for Phillips branded and un- 
branded lube oils—neutrals and bright 
stocks.” 

Mr. Roberts said he expects that it 
will be tough to get established. “How- 
ever, we are counting on transplanted 
Middlewesterners to form a good 
market potential,” he said. “There are 
a lot of people who moved out here 
during and since World War II who 
know our name and products from 
when they were back there.” 

Nothing that the West Coast majors 
are well-entrenched with their own 
outlets, Mr. Roberts said he looks to 
Independent distributors as the best 
bet for marketing the products. 

The project is under the jurisdiction 
of James D. Moyle, Salt Lake City, 
manager of the Wasatch division, 
(Utah, Idaho, Wyoming and portions 
of Nevada and Montana). 
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oil ratio for any given period. Then 
compare that same period with the 
previous year. If your boys are on the 
plus side, they in turn would be paid 
according to the schedule either as set 
up on the sales ratio table or one 
to be determined by you.” 

To encourage salesmen to promote 
the bonus plan, Shell has set up three 
prizes to the salesmen reporting the 
largest number of dealers in their dis- 
tricts participating in the campaign. 

First prize is a $100 purchase certifi- 
cate; second $50; and third $25. 

Mr. Penman says the station dealer’s 
incentive springs from the added dis- 
count he can realize by ordering motor 
oil in larger quantities as the station 
oil sales mount. He said dealers can 
save from 2 to 7¢ per gal. on his pur- 
chase price on oil, depending on the 
quantity he buys each time. 

Though the incentive plan contest 
was originally set up to run through 
July 30, Mr. Penman indicated it may 
continue after that date. 


Drain Valve Give-away 


Skyrockets Oil Sales 


A “give-away” automatic push but- 
ton oil drain valve last week proved 
a shot in the arm to Sears Roebuck’s 
annual spring motor oil sale. 

Sears wouldn’t give any sales figures, 
but said its supply of automatic drain 
valves was quickly exhausted by the 
heavy rush on 5-gal. oil purchases re- 
quired for each give-away valve. 

Store managers are clamoring for 
more drain valve premiums, but Chi- 
cago headquarters of Sears regretfully 
replies, ““They’re all gone.” 

Three years ago Sears stores placed 
the automatic push button oil drain 
valve for sale on its counters at $2.98. 
The item “laid an egg,” so Sears de- 
cided this spring to clear the dud from 
its shelves by offering it as a “give- 
away” with every 5 gal. of motor oil 
sold, either bulk or in cans. 

Sears reports its sale of bulk oil 
during the spring sale zoomed, prob- 
ably due to the tie-in with the give- 
away valve. 

Sears is expected to push its motor 
oil sales harder this year than in the 
past. Price, as in the past, will be the 
principal attraction, but Sears will 
keep pace with service station com- 
petition in types of motor oil it 
handles. 

This month Sears is introducing its 
10W-30 motor oil at 40¢ quart, 7¢ 
higher than Sears heavy duty oil. 
Later the company may also come out 
with a 20W-40 oil, but that’s in the 
“talking” stage right now. 
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1. Leaves no deposits 
Being ashless, Du Pont Fuel Oil Additive No. 2 leaves 


no combustion chamber deposits to cause operating 
difficulties. 


2. Gives added flexibility 

To help you gain added flexibility and capacity in 
diesel fuel production, Fuel Oil Additive No. 2 en- 
ables you to blend cat-cracked and straight-run stocks, 
without sacrificing stability in the blend. 


3. Upgrades heavy oils 

This additive can help you upgrade your heavy dis- 
tillate fuel oils because it allows a certain amount of 
these heavy oils to be blended in the diesel fuel 
without affecting filterability. 


4. Prevents clogging 

Du Pont Fuel Oil Additive No. 2 not only retards the 
formation of insoluble residues, but also reduces the 
particle size of those insoluble residues that are 


formed and thus reduces clogging of diesel filter 
screens. Highly concentrated, Fuel Oil Additive No. 2 
will produce desired results at the lowest possible cost. 

Storage tests show that in all cases this additive— 
originally developed as a stabilizer and dispersant 
for distillate heating oils—gives best results when 
added at the refinery to freshly prepared stocks. 

Free samples and more detailed information on 
Fuel Oil Additive No. 2 are available from any 
DuPont Petroleum Chemicals Division representa- 
tive or regional office. 


GU POND 


16 us. Pat OFF 
Better Things for Better Living 
. « through Chemistry 


Petroleum Chemicals 


NEW YORK, N.Y 
CHICAGO, ILL 8 So. Michigon Bivd 

TULSA, OKLA.—1811 So. Baltimore Avenue 
HOUSTON, TEXAS—705 Bonk of Commerce Bidg 
LOS ANGELES, CALIF.—612 So. Flower St 


IN CANADA: Canadian Industries Limited—Toronto, Ont.—Montreal, Que.—Calgary, Alta 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539-—Wilmington 98, Del. 


1270 Ave. of the Americas Phone COlumbus 5-3620 
Phone RAndolph 6-863 
Phone Tulsa 5-5578 
Phone PReston 2857 


Phone MAdison 1691 


Regional 
Offices: 


E. |. DU PONT DE NEMOURS & COMPANY (iNC.) 


Petroleum Chemicals Division * Wilmington 98, Delaware 
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EQUIPMENT 


Italians Market Suction Oil Changer 


WIDE WORLD 


An Italian-built machine, right, called a “Universal” performs an oil change 
by sucking out the old oil through the same slot where’ the dipstick is inserted. 
A Frankfurt, Germany, service station attendant is shown using the machine. 


Non-Woven Cheesecloth 


Non-woven cheesecloth and towels 
are available for. use on all dusting, 
wiping and polishing jobs and as dip- 
stick cloths. The non-woven towel 
carries a flame-proof guarantee. Be- 
cause of the low price, the material 
can be thrown away after one use or, 
in some cases, can be rinsed out and 
used again. The towels are available 
in white or several colors. Leshner 
Corp. 


e FOR FURTHER INFORMATION 


On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


® Readers’ Information Service 
NATIONAL PETROLEUM NEWS 


330 W. 42nd St., New York 36, N.Y. 
Your inquiry will be forwarded to the manufacturer. Void after July 21, 1954. 


Steam Cleaner 


A new steam cleaner, which can be 
used for degreasing, reduces fire haz- 
ard to a minimum with an automatic 
ignition feature. This device eliminates 
the use of matches or lighted torches. 
Drippings from the pumps and burner 
cannot drop on the floor, or the area 
where the machine is operated. A pre- 
heating arrangement makes it possible 
for the cleaner to convert cold water 
to 80 psi steam in 45 seconds. Clean- 
ing compound is mixed by continuous 
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agitation in the heated water. The unt 
operates at steam pressures from 80 to 
125 psi, independent of city water 
pressure. Turbo Machine Co. 

Circle No. 2 on Reply Coupon 


Battery Equipment 
McColpin-Christie has brought out 
a new portable fast charger and a 
battery service kit. The charger, com- 
pact and lightweight, features a simpli- 
fied charging system. After the 6 or 
12-volt position has been selected, the 
battery controls its own safe rate of 
charge. The battery kit, constructed of 
semi-hard rubber, will hold more than 
a half-gallon of.water. It has com- 
partments for hydrometer, syringe and 
other necessary tools, which are avail- 
able with the kit. McColpin-Christie 
Corp. 
Circle No. 3 on Reply Coupon 


Fast Tire Changer Out 
Speed is the main feature of a new 
machine for breaking beads and de- 
mounting truck, bus and heavy equip- 
ment tires. The hydraulically operated, 
electrically controlled heavy-duty tire 
changer features a hydraulic hoist for 
lifting wheels and mounted tires. The 
manufacturer claims a tightly frozen 
tire can be removed from the rim with 
the device in less than three minutes 
without harming the casing. Salsbury 
Corp. 
Circle No. 4 on Reply Coupon 


Large Capacity Burner 


Increase of 35% in capacity of a 
new oil burner adapts it to a wider 
range of heating conditions. The 
burner is designed for heating build- 
ings containing more than 1,500 sq. ft. 
of radiation, or where more than 
6,000 gal. of oil a year are consumed. 
A low-pressure, air-atomizing type, the 
burner uses low-cost No. 4 or No. 5 
fuel oil without preheating. It comes 
in a complete package, ready for in- 
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stallation. An oil metering pump ac- 
curately measures the correct amount 
of oil for any given operating condi- 
tions. Cleaver-Brooks Co. 


Circle No. 5 on Reply Coupon 


Rubber Pumps Available 


High capacity, low-cost centrifugal 
pumps made of Hycar American rub- 
ber are non-clogging and quiet in 
operation. The manufacturer says they 
will handle many corrosive and ab- 
rasive liquids at temperatures up to 
200 degrees. A stainless steel impeller 
shaft is the only exposed part of the 
pump not made of rubber. Hycar has 
a high resistance to deteriorating ef- 
fects of oil and many chemicals. 
Gorman-Rupp Industries, Inc. 


Circle No. 6 on Reply Coupon 


Fleet Oil Filter 


Purolator will market a special low- 
price filter element for fleet operators. 
The new element is made of lint-free 
cotton fibre and will fit most popular 
truck and bus models now in opera- 
tion. Orders will be filled by direct 
shipment from the Purolator factory, 
with shipping charges prepaid on 
orders of 100 Ib. or more. The filter 
element is designed for the operator 
who requires frequent filter changes, 
but considers low cost of prime im- 
portance. Purolator Products, Inc. 


Circle No. 7 on Reply Coupon 











Only a HORIX 
can fill both 


 ANTI-FREEZE and OIL 


| ae 


MWustrated is Horix Model 
HA-16 in operation at the 
Standard Oil Co., Cleveland, 
Ohio. 

Other Customer Names: 
GULF OlL «+ STANDARD Ol « 
FRANKLIN REFINERY + SHELL 
Ol + ATLANTIC REFINING « 
RALSTON-PURINA «+ WEST 
PENN Ol + SOUTHERN PE- 
TROLEUM + RED SEAL OL « 
BARDAHL OlL « EMPIRE Olt « 
PENNSYLVANIA REFINING «+ 
FREEDOM OJL + INDUSTRIAL 
OIL « A-PENN OIL » WAGNER 
ELECTRIC + FARBACH CHEM- 
ICAL + COOK CHEMICAL « 
CALIFORNIA SPRAY CHEM- 
ICAL « CARBIDE & CARBON 
CHEMICALS + MICH-I-PENN 
Ol & GREASE « PITTSBURGH 
COKE & CHEMICAL - BERLOU 
MFG. + WILCO «+ PETROLES 
MEXICANOS 





When it comes to product versatility this 
Horix Model HA-16 is in a class by itself. 
Exclusive sleeve type valve construction 
makes it possible to fill anti-freeze, oil, 
lighter fluid, insecticides and similar pe- 
troleum products—all on the SAME MA- 
CHINE. Along with this versatility, it is 
also the most accurate anti-freeze filler 
on the market today. 

In addition, this model offers all the 
other outstanding features that yield-con- 
scious production men want and need for 
greater output and lowest unit filling cost. 


e Fast changeover from one «¢ Finest feed screw container 


product to another by quick, 
simple flush out operation 


¢ Consistent accuracy 
through the years 


¢ No drip 


¢ No container—no fill 


handling 
¢ Straight Gravity Fill 


¢ Simple construction re- 
quires only supervisory 
attention and minimum 
maintenance 


Horix fillers are suitable for bottles, jars, tapered 
tumblers, sanitary cans, “‘F’’ style cans, plastic 
containers—any size from fractional ounces to 
five gallons. Entire line includes hand operated 
portable fillers, as well as the highest speed fully 
automatic rotaries. Write for Bulletin No. 152-E. 


Sor 2s 


Lowest Unit Filling 
Cost — Highest 
Product Quality 


FILLERS AND CONVEYORS 
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ie ay Add-on sales add up fast 


when customers get out for 


Coke 





A car pulls in... the driver says “fill ’er up”... 
and gets out for a bottle of Coke. While he’s enjoy- 
ing Coca-Cola, he looks over your accessory counter 
and buys a can of polish and a tailpipe extension. 





That’s a profit story that was demonstrated again 
and again in a survey of 15,579 customers. Next to 
gasoline, the customers in this study bought 
Coca-Cola more often than anything else the serv- 
ice station carries. And 82 per cent of the motorists 
who bought Coke got out of their cars to get it. 





Let me show you how to make the most profit 
from selling Coca-Cola in your station. Let’s 
talk it over next time I come around. 


SE) Yours Qoer,- ol Lalerman 


“COKE” 1S A REGISTERED TRADE-MARK COPYRIGHT 1954, THE COCA-COLA COMPANY 
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LITERATURE 


Pump Selection Guide 


An eight-page selection guide and 
index to current Aurora centrifugal 
and turbine type pumps now is avail- 
able. A color selection table shows 
g.p.m. ratings of each type of pump 
under various head capacities and the 
table is supplemented by several pic- 
tures and detailed descriptions. Aurora 
Pump Co. 


Circle No. 8 on Reply Coupon 


Weed Killer Described 


Telvar W in some cases will control 
vegetation for an entire season with 
only one application, according to the 
manufacturer. Useful for eliminating 
hand-cutting around guardrails and 
fences and for other applications, the 
chemical kills through the roots, pre- 
venting regrowth. It is non-flammable, 
non-volatile, non-corrosive and low in 
toxicity to humans and animals. 
DuPont Co. 


Circle No. 9 on Reply Coupon 





Floor Tips Published 


A newly published folder contains 
“how to” information on solving dan- 
gerous and unsightly floor conditions. 
Included are tips on how to patch or 
overlay concrete areas that have been 
ruined by acid, grease, oil or excessive 
wear; harden concrete surfaces and 
eliminate “concrete dusting”; prevent 
water seepage and active water leaks 
in basements, underground founda- 
tions, and other locations; seal roof 
leaks and rejuvenate dried out roof 
areas, and solve other maintenance 
problems. Stonhard Co. 


Circle No. 10 on Reply Coupon 


Flooring Bulletin 


Uses and advantages of new Steel- 
Rock industrial flooring are described 
in a new two-color bulletin. The steel- 
reinforced flooring is designed for 
trucking aisles, loading docks and sim- 
ilar areas subjected to severe abuse. 
It may be used on interior or exterior 
surfaces of concrete or wood. United 
Laboratories. 


Circle No. 11 on Reply Coupon 


Coating Aids Maintenance 


An air-curing, liquid neoprene pro- 
tective coating is described in a new 
bulletin. The coating gives protection 
from corrosive fumes and splash, is 
useful in protecting equipment and 
for general maintenance protection. It 
can be applied by roller, brush or 
spray. The coating requires no accel- 


OF MANUFACTURERS 








American Flange Marks 25th Year as NPN Advertiser 


A quarter-century of testimonial-type merchandising will be marked next week 
by American Flange & Manufacturing Co. Its advertisement in the April 28, 
1954, issue of NATIONAL PETROLEUM News (above right) will be based on Gulf 
Oil Corp.’s use of American’s protective products, just as was the first ad in the 
series (above left) that appeared in NPN on April 24, 1929. Gulf then was using 
American’s Tamper-Proof Cap Seal. Since 1932, when the new product was 
introduced, Gulf has been using the Tri-Sure-Closure, as next week's ad will show. 





erator—it is used just as it comes 
from the can. Gates Engineering Co. 


Circle No. 12 on Reply Coupon 


Retruing Information 


An illustrated bulletin describes 
“Bear Balantru” service, which makes 
it possible to do both tire retruing and 
wheel balancing in practically one op- 
eration. The publication describes the 
equipment and its operation and tells 
of the national advertising campaign 
planned for “Balantru” service. Bear 
Manufacturing Co. 


Circle No. 13 on Reply Coupon 


New Heating Guide Out 


The 32nd edition of the Heating 
Ventilating Air Conditioning Guide is 
ready for distribution. Considerable 
new data have been included and 
many chapters have been brought up 
to date. The Manufacturers Catalog 
Data section includes illustrations of 
the products of 319 well-known manu- 
facturers. Fuels and Combustion is 
one of the chapters given major re- 
vision. American Society of Heating 
and Ventilating Engineers. 


Circle No. 14 on Reply Coupon 


April 21, 1954 + NATIONAL PETROLEUM NEWS 


Fatty Alcohol Data 


A newly-revised data sheet shows 
typical analyses for 15 types of 
Cachalot brand fatty alcohols. The 
manufacturer says the products are 
in use as lubricating oil additives. 
M. Michel and Co., Inc. 


Circle No. 15 on Reply Coupon 








BARRETT automatic 
Filling and Crimping Equip t 
for handling greases and other 

viscous fluids. 

@ No operator required. 

@ 100% air operated. 

Fills, seals, stamps and counts lug 
cover pails. Output of 15 pails per 
minute. Write for details on installo- 
tion to meet your requirements. 


a SS a ee 
Manufacturing Co. 


4 eros 








CALIFORNIA 


THERE 


' Gasboy PUMP 


R EVERY SIZE CONSUMER ACCOUNT 


R. H. ALEXANDER ney 
2105 S. San Pedro St., Los Angeles 

















Everything in Bulk Plant 
nd 


Service Station Equipment 
INDIANA on EQUIPMENT CO. 


7 Madison Ave. 
nln Indiana 








MICHIGAN 








R. V. SEAMAN CO. 


Michigan’s largest wholesaler of 
truck tank, service station f. 
bulk plant equipment. 
SAGINAW—DETROIT— 
GRAND RAPIDS 








NEW JERSEY 








EQUIPMENT 
for the 


OIL INDUSTRY 
e 
Rebuilt 
PUMPS — METERS — REGISTERS 
* 


PARTS FOR MOST PUMPS 
» 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson 3, N. J. 








NEW YORK 








RENICK & MAHONEY, INC. 


380 Second Avenue 
New York 10, N. Y. 
Bulk Plant—Truck Tank and 
Service Station Equipment 











PERSONALS 





L. P. Morris 


Lloyd P. Morris and Harold A. 
Jones have been appointed to positions 
dealing with two-way radios in the 
communications and electronics di- 
vision of Motorola. Mr. Morris will 
be chief engineer of the National 
Radio Systems Consulting Service 
and Mr. Jones, presently director of 
the two-way radio Technical Informa- 
tion Center, will be executive as- 
sistant to the national sales manager, 


H. A, Jones 


J. Arthur Ram- 
sey, with the 
company since 
1937, is the new 
parts service man- 
ager for the Auto- 
car division of the 
White Motor Co., 
Ardmore, Pa. 
After service in 
World War II, he 
returned to Auto- 
car as factory- 
dealer service and parts coordina- 
tor. He was made assistant govern- 
ment contracts service supervisor in 
1952. 


J. A. Ramsey 


Wallace D. 
Boone will take 
take over as vice 
president for en- 
gineering of OPW 
Corp., Cincinna- 
ti, Ohio, man- 
ufacturers of 
valves, fittings 
and assemblies 
for handling haz- 
ardous _liquids. 
Mr. Boone joined 
OPW in 1949 and has been chief 
engineer in charge of product de- 
velopment, research, testing and de- 
sign since 1951. 

+ 


Albert M. Fiala has been named 
manager of special industrial mer- 
chandise for the industrial products 
sales department of B. F. Goodrich, 
Akron, Ohio. He will be responsible 
for the sale of rubber clothing, mat- 
ting electrical tape and silage caps. 


W. D. Boone 
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TULLER CORPORATION 





Dedgeas § belase 
Bulk Plants and Service Stations 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 
334 Bivd. of Allies Pittsburgh 22, Po. 


Ruttedee Service Station a VE 


Granco Pumps G Meters—Air 
Compressors 








West Penn Oil Equipment Co. 


512 Sandusky S$ Cedar 1-8822 
Pittsburgh 12, Pe. 
Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 











E. O. HABHEGGER CO. 
Fairmount Ave., at +4 St. 


PHILADELPHIA, 
HABHEGGER 


For Tee renen Industry 
TRUCKS—SERVICE STATIONS 





TEXAS 








UNITED PUMP SUPPLY, INC. 
1701 S. LAMAR DALLAS, TEXAS 


SALES & SERVICE 


BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
MARLOW PUMPS: OILCO LOAD- 
ING ARMS: PIPE: PIPE FITTINGS: 
SMITH METERS: TOKHEIM 
PUMPS: WESTINGHOUSE AIR 
COMPRESSORS. 








WEST VIRGINIA 











SMITH METERS 
H. H. TRUITT 


1403 Sth Ave. 
Huntington 1, W. Vo. 


Westinghouse Air Compressors 
Service Station or Bulk Piont Equip. 
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"ZENO )Nke - : : interpreting the oil news 


Atlantic Coast 


By 
Raymond E. Bijorkback 


Oil and the Thruway 


The same rules — insuring brand 
competition—followed in initial bid- 
ding for leases on New York Thruway 
service stations are being applied in 
the final bidding rounds. 

First of those was on April 21—for 
locations in the vicinities of Modena, 
Plattekill, Amsterdam, East Schuyler, 
Warners and Port Byron. 

The others are to be on April 28 
(Coxsackie, Glenmont, Westmoreland, 
Victor and Scottsville), and May 5 
(Ardsley and Clarence). 

Oil men are looking beyond this 
activity at the way the Thruway and 
its connections will be changing exist- 
ing marketing patterns, and now have 
a somewhat clearer view regarding the 
projected spurs. 

Five now are authorized by law. 
And the legislature has cleared the way 
for their financing by removing the 
$500,000,000 ceiling originally im- 
posed on the Thruway system. They’ll 
link New York with four other states 
and Canada. 

Their routes are described as fol- 
lows: 

From Suffern, near the west end of 
the Tappan Zee Bridge, south along 
the west bank of the Hudson River to 
the New Jersey border, for connection 
with the New Jersey Turnpike. 

From the Bronx (New York City) 
line through eastern Westchester 
County to the Connecticut border, 
for connection with Connecticut’s 
Merritt Parkway. 

From Buffalo across the island 
bridges to Niagara Falls, and a bridge 
there to Ontario’s Queen Elizabeth 
Highway. 

From Buffalo south and west along 
Lake Erie to the Pennsylvania border, 
for connection with an extension of 
the Pennsylvania Turnpike. 

From a point south of Albany on 
the main Thruway route east to the 
Massachusetts border, there to con- 
nect with a proposed turnpike. 


Meeker Changes Hands 


Meeker Coal Co., Norwalk, Conn., 
an Independent marketer of heating 
and industrial oils as well as coal, has 
been sold to a construction man, 


Thomas Walsh, Jr., and “some other 
principals.” 

Mr. Walsh is president of Walsh 
Construction Co., New York City, 
specializing in industrial building and 
heavy engineering. Now he is also 
president of Meeker Coal. His home 
is in Norwalk. 

At the helm of Meeker, he succeeds 
M. J. McCloughan. 

The 96-year-old Meeker company 
has handled petroleum since 1932. It 
distributes No. 2, 4 and 6 oils widely 
over Connecticut’s Fairfield County 
from its 50,000-bbl. barge terminal. 


Boost for Tandem Axels 


Truck weight-length rules changes 
just signed into law by New York’s 
Gov. Thomas E. Dewey are expected 
to stimulate the use of tandem axle 
trailers. 

The better weight distribution pos- 
sible with these rigs enables marketers 
to increase cargo capacity 10% to 
20%, while contributing to highway 
safety. 

The new rules, effective July 1: 

Weight limits for tractor-trailers are 
based on a flat figure of 34,000 Ib. 
(up from 30,000) plus 850 Ib. (instead 
of 750) for each foot of distance be- 
tween front and rear axles. 

A statutory gross weight ceiling now 
established—at 65,000 Ib. 

Permissive length 45 ft. (down from 
50 ft.)—but use of existing equipment 
allowed until Feb. 1, 1960. 


New NOJC Member 


The Independent Oil Men’s Assn. of 
New England now is a member of the 
National Oil Jobbers Council. It brings 
to 25 the number of Independent 
marketer groups working together 
through NOJC. 


Less Bookkeeping 


Clear sailing was seen last week for 
a proposal in the Rhode Island legis- 
lature (S. 306) to spare marketers the 
necessity of keeping records on sales 
of benzols and naphthas and applying 
for gasoline tax refunds thereon. 

The measure, exempting those prod- 
ucts from the tax, passed the Senate 
last week, and was expected to get 
similar treatment by the House. 


New Appointment at PIC 


Harry R. Cross, Wilmington, Del., 
is the new executive secretary of Dela- 
ware’s “PIC,” the Associated Petro- 
leum Industries of Delaware. 

Successor to the late Horace V. 
Daniel, Mr. Cross has been with the 
Army Transportation Corps and the 
Armed Forces Security Agency the 
last 12 years. 
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Midwest 


By Leonard Castle 


OIIC ‘Fellows’ Meet 


A new arm of the Oil Industry 
Information Committee—the “OIIC 
Fellows”—will hold its first dinner 
June 9 at the Edgewater Beach Hotel 
in Chicago during the national com- 
mittee conference. 

Frank V. Martinek, assistant vice 
president of Indiana Standard and 
immediate past chairman of OIIC’s 
Great Lakes District, is the first presi- 
dent of the OIIC Fellows national 
chapter, which is composed of oil men 
who formerly were or currently are 
members of the national committee. 
Plans are to form district and state 
chapters, also. 

Objective of the new group is to 
promote good fellowship between 
those active in OIIC and those who 
have retired, to foster congenial asso- 
ciation among the members, and to 
further the principles and objectives 
of the OIIC program itself. 

The national chapter issued this 
statement of policy: 

“Throughout the nation, hundreds 
of former members of OIIC, and espe- 
cially those who have served as chair- 
men of important committees, wel- 
come the opportunity to be of further 
service. With the spirit of OIIC in their 
blood, they are ready for new calls. 

“Full advantage should be taken of 
this great reservoir of talent and ex- 
perience. The help of these former 
members should be continued; their 
skills should be further applied . . . 

“It must be understood that the 
chapters of OIIC Fellows are not 
intended to supplant in any way the 
committee themselves. They are to be, 
rather, a fruitful appendage or out- 
growth of the official committees. 
Through good fellowship they are to 
preserve the association of men who 
have been in OIIC work, and make 
them available for further activity as 
may be determined.” 


Farm Demand Good 


Rural oil jobbers in the Midwest, 
whose own prosperity is tied in closely 
with the farm economy, may look for- 
ward to 1954 with confidence in the 
agricultural outlook as the spring 
planting season gets into full swing. 

According to the Federal Reserve 
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REGIONS 


Bank of Chicago, which keeps a close 
watch on agricultural conditions in the 
Midwest, the farm outlook for 1954 
compares favorably with 1953, even 
though the net farm income may be 
down slightly from last year. 

But, farm consumption of petro- 
leum products is expected to increase 
about 2%, and the farmers are ex- 
pected to spend more money for 
operating their motor vehicles than at 





tT for rele) For 34 years, Champion ine os 


x been famous for its ability to stand up /Jonger 
under grueling service demands! Put a - any time in the past. 
CHAmpioNn to work for you—let its ‘heart The Federal Reserve Bank reports 
of steel'’ pump added profits into 


” tig that the farm price-cost situation as 
your Rparevens years ew ! 1 @: the planting season gets under way is 
Write for ‘s new /. 2 — about the same as it was a year ago. 

ae edtnepls pate vet : , The index of prices paid by farmers is 
_ Modele—nea simplitiod / ag ’ about 1% lower than last year whereas 
_ job-matching ‘ Y/ prices received by farmers are about 
e Pha £ 2% lower. 

“The parity ratio in February was 
fo 4 89, compared with 90 a year earlier,” 


; ta the bank said. “In general, prices paid 

\ of for seeds, feeder and stocker cattle, 

HAM Pj | | hed ‘eer “ei (¥ ; lambs, poultry poults and feed are 

: lower than last spring, but chicks are 

AIR COMPRESSORS » ; . somewhat higher and feeder pigs are 
considerably higher. 

“Cash receipts from farm marketing 
for the first two months of the year 
were down only 2.5% from the year- 
ow earlier amount.” 

Champion Pneumatic Machinery Co., 846 N. Pleasant Street, Princeton, Ill. The nation’s farmers are planting 
282,000,000 acres this spring, some 
11,000,000 acres more than in 1953, 

the Federal Reserve Bank reported. 
GUN FILLING DISPENSER Of considerable interest to Midwest 
jobbers is an indicated decline of 


V Fills ANY hand operated grease gun 5,000,000 acres in spring wheat. Corn 
V Fits ALL straight wall 25, 35 or 40 Ib. pails acreage will be about the same as last 


year. Principal acreage increases are: 


oats, 3,200,000; barley, 4,500,000; 
v Cleans EVERY pail to the bottom sorghum, 4,000,000; hay, 1,800,000; 
/ Ideal for RESALE or PREMIUM soybeans, 2,000,000, and flaxseed, 
800,000. 


Feed grains, the bank estimated, will 
be grown on a total of 161,000,000 


Boost your Lube Sales acres, 8% higher than 1953 plantings. 


with this new K-P GFD-400 Gun Filling Dispenser. It has Jobber Marks Birthday 


more plus features than any other dispenser on the market Congratulations to the Schaefer Oil 
today. Keeps grease clean . . . easy to install and operate Co., one of the largest Independent 
, Ei distributors in Omaha, which recently 

. follower plate handles heavier greases, goes right to 


: celebrated its 30th anniversary. The 
the bottom of the pail, no air pockets . . . fills all filler company was founded on St. Patrick’s 


plug or removable head hand operated grease guns with- Day, 1924, by A. (Andy) Schaefer 
out additional adapters or fittings. Powerful long life and his son, be R. (Mike) eo” 

: Schaefer Oil now supplies fuel oil 
pump. Heavy duty for tough service. Low cost. in sate eid 4:08 teats 0s Cena 
Satisfaction guaranteed. and Bellevue, Nebr., and owns and 
supplies 10 service stations in Omaha 
K-P FGD-400 Dispenser : and Scribner, Nebr., and Council 
The only truly universal dispenser Bluffs, Iowa. 
on the market today, Write for An allied company, Transit, Inc., 

catalog sheet headed by Mike Schaefer, operates a 


MANUFACTURING co. and low prices. fleet of transports throughout a big 


part of the Midwest. Mike Schaefer 


: is a former president of the Nebraska 
; M TA 
1224 LINDEN AVENUE MINNEAPOLIS 3 INNESO Petroleum Marketers, Inc. 
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Texas Antitrust Trial Up to Court 


Some time next fall, the Texas 
Supreme Court likely will decide 
whether 10 gasoline marketing 
firms must go on trial for vio- 
lating antitrust laws. 


A district judge last year held 
that the Attorney General failed 
to show a sufficient cause of 
action. He ordered the case dis- 
missed. 

But the issue revived sharply in 
April when the three-judge Austin 
Court of Civil Appeals decided un- 
animously that the case should be 
tried. The defendant companies are 
asking for a rehearing. If that fails, 
they plan an appeal to the State Su- 
preme Court. Lawyers figure that a 
Supreme Court decision would be 
delayed at least until next fall, count- 
ing time out for summer vacations. 


S. A. L. Morgan, a Houston at- 
torney who represented the oil com- 
panies, estimated that a jury trial 
would take six to eight months and 
cost millions of dollars. Future de- 
velopments will determine whether the 
matter goes to a jury. 

The intermediate court’s decision 
marked an important victory for Hugh 
F. Lyerly, a slender young assistant 
Attorney General for Texas. The law- 
suit instituted by Attorney General 
(now U.S. senator) Price Daniel in 
1949 had dragged through the courts 
for five years without any success on 
the state’s part. 

Attorney General John Ben Shep- 
perd, Mr. Daniel’s successor, assigned 
Mr. Lyerly to the task of presenting 
the state’s appeal. Pitted against him 
were more than two dozen of Texas’ 
leading attorneys. 

Mr. Lyerly pleaded mainly for a 
chance to present his case to a jury. 
He admitted that the state’s charges 
were based on circumstances but re- 
viewed the circumstances which he 
said supported a belief that six 
simultaneous increases in gasoline tank 
wagon prices in 1946 and 1947 re- 
sulted from unlawful conspiracy. 

Defendants replied that the price 
increases, made after federal controls 
ended, were long overdue. The whole- 
sale price of motor fuel in Texas never 
did rise percentagewise as high as 
other commodities, the court. was 
told. 

Sinclair Refining Co. and others 
presented figures to prove that the 
increases were justified on economic 
grounds and did not reflect any un- 
lawful action. Among other exhibits, 


Sinclair presented nine pages of charts, 
tables and articles from NATIONAL 
PETROLEUM News issues of 1946 and 
1947. These were to show the eco- 
nomic trends of the industry during 
the period. 

Associate Justice Raymond Gray, 
who wrote the appeals court opinion, 
declared that this data should be 
weighed by experts if the case goes 
to a jury. 

The court held that the state’s 
pleadings were sufficient to inform the 
defendants of the charges. The court 
declared also that the state might 
properly discuss the old American 
Petroleum Institute marketing code of 


Oil Budget Up to 


The future of an Oil and Gas 
Division to replace PAD is still 
resting uneasily in the lap of 
Congress. PAD officials made 
their plea last week to the Senate 
Interior subcommittee on ap- 
propriations to restore the House 
cut in the proposed OGD budget. 
It will be some while yet before 
they will know how they came 
out, 

The PAD pitch was this: With the 
$100,000 the. House had voted it, 
OGD wouldn't be able to carry on the 
functions it had in pre-PAD days, let 
alone take over important defense- 
related activities left to it when PAD 
is closed. 

The agency officials had backing 
from government and from the oil 
industry. 

Interior Secretary Douglas McKay, 
in asking for restoration of other cuts 
in Interior’s budgets, specifically urged 
that funds for OGD and Bureau of 
Mines petroleum research work be 
restored. 

Earlier, Defense Mobilizer Arthur 
S. Flemming had written Mr. McKay 
that an entirely new study of mobiliza- 
tion needs and goals was to be made 
in view of the possible impact of the 
H-bomb on U.S. industry. This im- 
portant study, which would include oil 
and gas, would increase the work load 
and therefore should be borne in mind 
when considering Interior’s budget re- 
quests, Mr. Flemming said. 

Industry representatives who came 
to OGD’s defense included former 
Deputy PAD Bruce K. Brown, former 
OGD Director Max Ball and the Na- 
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1928. API was named as one associa- 
tion in which, according to the state, 
an opportunity for collusion exists. 

Companies involved in the Texas 
case are Sinclair, Arkansas Fuel Oil 
Co., The Texas Co., Humble Oil & 
Refining Co., Magnolia Petroleum Co., 
Cities Service Oil Co., Continental Oil 
Co., Gulf Oil Corp., Standard Oil Co. 
of Texas, and Phillips Petroleum Co. 

Penalties totaling $14,000,000 are 
sought against them. 


Claims Against NCC 

Oregon District Court has an- 
nounced that claims against National 
Credit Card, Inc., which filed a peti- 
tion for voluntary bankruptcy, should 
be filed with Estes Snedecor, 515 U. S. 
Courthouse, Portland, Ore. 


Congress 


tional Petroleum’s Council's Chairman 
Walter Hallanan. Each wrote a letter 
to the Senate subcommittee. 

Mr. Hallanan said it would be “im- 
prudent” to “practically abolish” OGD 
at this time “when the defense prob- 
lems are still with us.” 


Mr. Ball said he was “astonished 
and appalled” at the House cuts, and 
pointed out that the $100,000 allowed 
by the House was less than OGD got 
when he was director and when “we 
had no acute defense duties such as 
PAD is leaving on OGD’s shoulders.” 

Mr. Brown stressed that failure to 
give OGD adequate funds would 
“render ineffective” the work of NPC 
and the Military Petroleum Advisory 
Board. 


In view of the uncertainty over what 
the Senate would do, Interior and 
PAD officials had to consider what 
petroleum work they would be able 
to do on the sharply-reduced budget 
the House had voted. 


It seemed certain that the House 
cuts meant there would no longer be 
a “one-stop” oil agency where govern- 
ment or industry people could go with 
their problems. Instead, various agen- 
cies would handle various phases of 
petroleum problems. 

Earlier, the plans had been all set: 
Principal PAD functions were to be 
switched to an Oil and Gas Division 
staff of 34 with a budget of $300,000. 
The Bureau of Mines would continue 
its oil research and statistical work at 
about the same level as in the past six 
or seven years. 


Then came the bombshell: The 
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House cut the proposed OGD budget 
by 66% —from $300,000 to $100,000. 
And money for the Bureau of Mines 
petroleum work was chopped 33%. 

Possibly some or all of these cuts 
may be restored. But Interior officials 
couldn’t be sure; meanwhile, they had 
to get busy figuring out what they 
would be able to do if the House cuts 
stuck. 

_ How It Looks—It wasn’t a bright 
picture: 

OGD certainly wouldn’t have 34 
people. Instead, it would have to get 
along with a skeleton staff of nine— 
five specialists and four secretaries, 
typists, etc. There would have to be 
an equally drastic reduction in such 
non-salary items as travel, long dis- 
tance telephone calls, printing, security 
clearances (at about $250 each), and 
a number of other “housekeeping” 
expenses. 

Even worse, from the viewpoint of 
industry-government co-operation, was 
the obvious fact that the emaciated 
OGD wouldn't be able to carry on 
many of the functions which had been 
planned for it. 

There wouldn’t be money to replace 
John Boice, the pipe line specialist, so 


the new OGD probably will not have 
a transportation man at all. Nor will 
it have a gas man, nor, apparently, a 
specialist to handle rapid tax write-off 
applications. 

Whether it would have a man—and 
the travel money—to send to meet- 
ings of the Foreign Oil Supply Com- 
mittee is an question. 

And it is unlikely the unit would be 
able to handle such defense-related 
tasks as the pipe line study it is now 
directing. 

Just what the five-man group would 
be able to accomplish is not quite 
clear. One official said he guessed it 
would be “a sort of a trouble-shooter 
which would move in on hot prob- 
lems.” 

Still Not Enough—There has been 
some consideration given to asking 
industry men to accept positions with- 
out pay (WOCS) to help staff the 
agency. However, even if industry is 
willing to supply men on this basis 
short of an emergency situation, there 
would still be the question of hiring 
secretaries, paying telephone bills, etc. 
The $100,000 wouldn’t stretch very far 
even under those circumstances. 

As for the petroleum research and 


statistical work done by the Bureau of 
Mines, there is also the problem of 
which functions to drop and which to 
continue. 

One official pointed out that the 
33% cut will actually amount to a 
reduction in work activity of about 
40%, because certain fixed costs of 
maintenance and operation will re- 
main the same, leaving the cuts to be 
taken out of salaries and projects. 

He said the Bureau probably would 
have to close down one or more of 
its experiment stations—although it 
will make no decision until after the 
Senate has acted on the House-passed 
appropriations bill. 

It also may have to reduce some of 
its statistical work and reports. 

All in all, the industry will still have 
the National Petroleum Council, the 
Military Petroleum Advisory Board 
and the Foreign Oil Supply Committee 
to help it work out its problems. 

Too, in view of the high regard gen- 
erally held for the past work of PAD, 
it would seem altogether likely that if 
any real emergencies arise, Congress 
would waste no time in making funds 
available for a reactivation of that 


agency. 








TREAT YOUR CUSTOMERS 
TO HI-V-I'S 


UPER = 
DE TERGENT 
ACTION! . 





Champlin Heavy-Duty HI-V-l motor oi! cleanses engines, by dispersal of slu 
contaminants. Customers are quick to notice the improved p 
clean engine...and they’re quick to specify Heavy-Duty HI-V-l for their cars, trucks 
and tractors. You can prove this to yourself, by writing for information on a HI-V-l 


dealership in your territory. Better still, wire or phone! 


rmance of a tru “ 


Complete warehouse stock 
of HI-V-l available at: 
Enid, Oklahoma are Ok- 
lahoma; Superior, Omaha, 
Grand Island, Lincoln, 
Nebr; Hutchinson, Kans; 
Mason City, Rock ay ty 
Cedar Rapids, lowa; Ful- 
ton, Mo; oo tag exas; 
Denver, Colora 


A product of CHAMPLIN REFINING COMPANY, Enid, Oklahoma 
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‘Gas’ Coming To Life As Trading Product 


The annual swing from winter to summer petro- 
leum product requirements had trade interest 
centered on gasoline in the nation’s principal oil 
markets last week. At the same time, jet fuel, of 
which gasoline is a large component, captured con- 
siderable side interest as bids to Armed Services 
were opened on April 13 (see P. 67). 

There also continued to be marked interest in heavy 
fuel developments in the interior, as buyers tried to “fig- 
ure” what summer and fall markets would be like. 

Mild weather rapidly sapped interest in light fuels in 
Gulf and Atlantic Coast markets, but suppliers said de- 
mand at most Great Lakes Pipe Line terminals was 
unusually good. In some instances, shippers reported 
much swapping back and forth to keep customers sup- 
plied. Stocks of heating oils in hands of East Coast 
sellers were reported low. 

In general, gasoline showed considerable improve- 
ment as demand opened up. While there was a recognized 
weakness at several river terminal points, gasoline at the 
Gulf showed it had gone a long way down the road toward 
improvement. “Weak” sellers of premium-grade no longer 
active. 

Large amounts of both premium and regular-grade 
gasoline had been taken out of Gulf cargo market, includ- 
ing a purchase of 100,000 bbls. of “cat” naphtha, accord- 
ing to trade reports. 

While 95 oct. premium gasoline still was offered at 
12¢ at the Gulf, supply sources said inclination of refiners 
was to hold products in belief that the trend toward 
higher octane ratings will give these grades added value 
“in less than a month.” One supplier also said that there 
were only three “weak” sellers of regular-grade at the 
Gulf, compared with “about 12” two weeks earlier. 

Gasoline selling efforts on “river gasoline” brought 
a measure of uneasiness to the Chicago market. An entry 
of a new refined gasoline supplier to that area who had 
product on an exchange basis, considerably sharpened 
competition. Also, sources said three cycled gasoline 
manufacturers were “bucking” the Chicago market with 
sizeable quantities of product. Of the three, two already 
had product in leased terminal storage and the third was 
“feeling the market” and seeking out likely buyers. 

While cycled gasoline offerings in quantity are nothing 
new to Chicago marketers, a number of sources were 
glum as to what was in store pricewise later on. If prod- 
uct does not move readily in this summer’s market, pres- 
sure of lease arrangements, they said, “could drive the 
price down where it would sell.” 

Meanwhile, one river terminal operator reportedly was 
“fighting” this “new” gasoline by “discounting from his 
quotations from both regular and premium grades. Prices 
for both regular and premium dipped 0.125¢ to 12¢ and 
13¢ on the lows to the trade. On an intersupplier basis, 
regular gasoline was available at 11.5¢ for immediate 
shipment. 

Summer-like weather along the Atlantic coast kept de- 
mand quiet, but with no corresponding easiness in prices. 
Prices for Nos. 1 and 2 fuels also were steady at interior 
pipe line terminals because of tightness in supplies at 
various points. Prices for material for tank car shipment 
appeared to become weaker with rising temperatures in 
the Mid-continent. One source said he had been offered 
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for No. 2 fuel for resale, 6.875¢, group 3, immediate 
shipment, and supplier would “allow” another 0.125¢ if 
order was 5,000 bbls. or more. 

While there were a number of weak spots about the 
country as far as retail gasoline prices were concerned, 
six areas figured largely in the news. In the following, 
prices are ex taxes, which are shown in parentheses: 

Los Angeles (8¢)—Gilmore Serve Yourself station 
trimmed its retail prices to 15.9¢ for regular and 17.9¢ 
for premium, down 1.1¢ because of 10% dip in gallonage 
from last year’s average. 

With the Gilmore cut, an increasing number of private 
brand dealers dropped their prices for regular to 15.9¢ 
from 17.9¢ and major brand dealers began cutting 2¢ or 
more to 17.9¢. 

John Gostovich, general manager of Earl Gilmore Co., 
said company’s self-serve operation needed a 2¢ differen- 
tial. 

Newark, N. J. (5¢)}—Some 10 to 12 major brand 
stations throughout north and central New Jersey dropped 
prices for regular grade gasoline to 11.9¢ and an additional 
25 to 30 went to 12.9¢, new lows in the almost state- 
wide war of several week’s standing. 

Reduced prices also cropped up in southern part of the 
state with most major brands down from 20.9¢ and 21.9¢ 
to 16.9¢ in Camden area and to 15.9¢ in Bridgeton. Vol- 
untary allowances off 15.2¢ posted tank wagon prices 
to dealers, for most part, are 2.3¢ at Camden, 3.3¢ at 
Bridgeton. 

Hartford, Conn. (6¢)—Posted dealer tank wagon prices 
dipped 1¢ here to 11.9¢ with “verbal” allowance of l¢ 
to dealers. 

Retail prices for regular range upward from 12.9¢ at 
private brand stations, from 13.9¢ to 15.9¢ at major brand 
stations. “Normal” tank wagon is considered to be 15.6¢, 
“normal” retail 19.9¢ to 20.9¢. 

Memphis, Tenn. (9¢)—Retail war brought major brand 
prices down 6¢ to 9¢ below “normal,” and two major 
brand dealers were underselling private brands, according 
to reports. 

Fight began over private brander’s 5¢ price cut on 


“weekend” specials. Trading stamps also figured in retail 


scrap. 

Prices for major brands of regular ranged from 10.9¢ 
to majority of 13.9¢ while most brands of regular were 
retailing at 12.9¢. 

Posted dealer tank wagon “normal” is 15.3¢, but most 
suppliers were said to be guaranteeing their dealers a 
4¢ margin. 

Portland, Me. (8¢)—Tank wagon and pump prices 
slipped another 1¢ here and depressed price area has 
spread north to edge of Augusta, 40 miles away. 

In general, major brands are at 14.9¢ for regular, pri- 
vate brands from 12.9¢ to 13.9¢. Most suppliers report- 
edly have either reduced tank wagon prices to 10.9¢, or 
are giving 4.9¢ allowance off 15.8¢ their “normal” posting. 


Gulf Coast 


Top-Grade Gasolines Firmer 


Firmer prices for top-quality gasolines marked trading 
at the Gulf the past week. But offerings totaling 37 mil- 
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lion bbls. of JP-4 jet fuel to the Armed Services (see p. 67) 
showed there still was plenty of low octane material in 
the hands of refiners. 

Trading featured the sale of a cargo of 94 oct. premium, 
and a cargo, said to be mixed regular-grade and premium, 
destined for the West Coast. 

While price details of the premium grade sales were not 
disclosed, refiners generally said that “off-price” sellers 
of high octane material no longer were active. An Inde- 
pendent summed up his situation by saying that he had 
moved all the premium gasoline that he “had to,” and now 
was holding his supplies for better prices. Another Inde- 
pendent declared that the only “weak” sellers of gasoline 
were offering regular-grade and low octanes. 

Consensus in the trade was that the trend to higher 
octane ratings was accentuating demand for top-grade 
gasoline. Negotiations for “cat” naphtha testing around 
93 oct., clear, were active in several quarters. 

Distillates and heavy fuel were quiet, and No. 2 fuel 
offerings showed no marked trend toward weakness as 
in the Spring of recent years. No. 2 fuel was held for 
8.25¢ gal., bunker “C” fuel, for $1.85 bbl. 


Atlantic Coast 


Buyers Await Summer-Fill Discounts 


Summery weather and quiet trading were the order 
of the day in eastern terminal markets the past week. In 
general, tanker terminal operators and barge and tank 
car resellers of heating oils continued to buy sparingly. 
They were, they said, awaiting summer-fill-discount an- 
nouncements from their major suppliers. 

All eastern terminal markets were quiet as far as FOB 
prices were concerned. At New York harbor, there were 
some reports that delivered prices for cargo lots of No. 
2 fuel had been reduced from 9¢ per gal. to 8.9¢. This 
was not a sign of underlying weakness in heating oil 
prices, some trade sources said, citing low stocks in ter- 
minals generally. In fact, fear was expressed by buyers 
that the 0.1¢ “concession” might be the “only concession” 
during the summer. 

Whatever develops, it was apparent in eastern trade 
circles that major marketers were “stiffening” in their 
attitude toward summer discounts. Consumers, one major 
said, have not in the past filled their storage except accord- 
ing to their needs for hot-water heating. Therefore, why 
give summer-fill allowances on sales that will take place 
regardless? this major asked. 

Terminal operators, on the other hand, say their sup- 
pliers ask them to take on large inventories during the 
summer. The suppliers, these sources add, are eager to fill 
terminal storage not only to facilitate winter deliveries of 
heating oils, but also because an operator whose tanks 
have been filled “can’t stray from the fold.” 

Such was the talk in eastern trade circles the past week. 
Whether summer-fill plans will be announced remains 
to be seen. 

Trading activity in other products was almost at a stand- 
still. A few inquiries for No. 6 fuel were in the market 
at New York harbor. At several eastern points, gasoline 
prices were “weak” as a result of aggravated price wars at 
nearby metropolitan points. 


Chicago District 
Gasoline Prices Range 0.125¢ Lower 


Gasoline prices ranged 0.125¢ lower in Chicago District 
last week when a river terminal operator reported like 
reduction that, he said, reflected unsettled market condi- 
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tions of several weeks standing. 

Several trade sources said all products, except No. 5 
fuel, were subject to “discounting,” despite the fact that 
No. 6 fuel generally was declared steady and No. 2 fuel 
still in snug supply at principal plants. 

Prices for 84 oct. refined regular-grade gasoline ranged 
from 12 to 13.35¢, FOB Chicago District; 90 oct. premium- 
grade from 13 to 14.85¢, following lower postings at one 
river terminal. 

The entry of a new refined gasoline supplier and added 
offerings of cycled gasoline tended to put a new edge on 
already sharp competitive conditions. Sources said the 
“new” refined gasoline entry was product in river ter- 
minal storage resulting from an exchange and, to best of 
their knowledge, it was a long-term deal. Cycled gasoline 
moving into local storage came as result of storage pres- 
sure “down below,” sources said. Some were glum as to 
effect cycled gasoline would have on local market prices if 
it failed to move out in accordance with short term tank 
rental arrangements. 

Several single transport sales of range oil and No. 2 
fuel were disclosed by brokers at 0.125¢ “discount” off 
general quotations of 10.875 to 11.35¢ for range oil, 9.875 
to 10.35¢ for No. 2. 

No. 6 fuel reportedly was available at 5.7¢, no sales 
disclosed. Quotations for No. 6 ranged from 6 to 6.5¢. 


Midwestern (Chicago-E. St. Louis Area) 
No. 6 Prices Sag 


Heavy fuel prices sagged in open market last week to 
$0.95, Group 3, with increasing amounts offered at that 
price to resellers. Rural discounting on gasoline to farm 
trade was on increase in upper central states, according to 
Midwest refiners, but wholesale prices tended to improve as 
spring demand moved northward. 

Light fuel inventories still were low at most Great Lakes 
Pipe Line terminals and demand, suppliers said, was “fairly 
good.” Some pointed out that a cold March and several 
cold days this month “saved” burning oils from a late- 
season softness. There were reports, nevertheless, of light 
fuels being offered for tank car shipment at “1¢ or more” 
below general quotations for immediate shipment and re- 
sale. 

The only open market trading disclosed was a report by 
one refiner that he had sold a small quantity of No. 6 
fuel at $0.95, Group 3, for resale to consumer at $1.05. 
Several open market traders said $.95 price to resellers 
was more prevalent as refiners relaxed from their earlier 
stand at $1. 

Not all refiners, however, were under pressure to move 
material. One refiner said he had “cleared up” his surplus 
situation with a substantial sale of product to a buyer at 
the Gulf and now with the road oil season coming up, he 
would be in “good shape” all summer. 

Other sources continued to point out that the tendency 
for refiners to increase coke production will bring heavy 
fuels back into balance “before long.” Present capacity of 
petroleum coking units now operating is approximately 
295,000 BPSD*. Meanwhile five units now under construc- 
tion and four in planning stage will increase throughout 
capacity another 81,700 BPSD. 

A large trader in heavy fuels said new coking installa- 
tions would mean that low sulfur grades would be in strong 
hands by early fall. One large unit (9,000 BPSD) under 
construction in Oklahoma, he said, is slated to take the 
entire production of four plants with a total No. 6 ca- 
pacity of approximately 250,000 bbls. monthly. 

* Barrels per stream day. 
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po you go all tile Way 


with quality control? 


FTER so carefully maintaining the highest pos- 
sible standards of quality during the manu- 
facture of your products, it will pay you to pro- 
tect that product quality during shipping, too. 
USS scale-free, rust-inhibited Drums will keep 
your products clean and uncontaminated. There 
is no grease, dirt or scale in a USS Steel Drum 
to affect its contents. A surface absolutely clean- 
physically and chemically—is covered with a 
tightly adherent, truly effective rust-inhibiting 
coating. 

This means that USS Steel Drums are better 
for you . . . better for your customers. It means 
that you now have a dependable means of guard- 
ing the quality of your products after they leave 
your plant .. . that you can now take advantage 
of the great strength and durability of steel drums, 
and at the same time, be sure of contamination- 
free shipment and storage of products. 





United States Steel Products fabricates stainless, 
galvanized, tinned, painted and decorated drums 
and pails. Furnished in capacities from 214 to 110 
gallons, with a variety of fittings and openings to 
fit your particular requirements. 


WRITE FOR FREE BROCHURE 


For additional information on this quality steel 
drum write to us at New York for this full-color 
brochure, “USS Drums—100% Scale-free and 
Rust-inhibited.” 


UNITED STATES STEEL PRODUCTS 
DIVISION 


UNITED STATES STEEL CORPORATION ina ig - 
30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. It's better to Ship in Sieel 


Los Angeles and Alameda, Calif. - Port Arthur, Texas * Chicago, Ill. 
New Orleans, La. « Sharon, Pa. 


USS STEEL DRUMS 





April 21, 1954 + NATIONAL PETROLEUM NEWS 





OIL MARKETS 





et rE a 


Summary of Gasoline Prices (April 13 through April 19) 


























Montes we a= Wednesday be 
Motor Gasoline 93 Oct. (Premium): April 1 April 16 April April 14 April 1 
N. Tex. (Texas & New Mex. shpt.)........... 18 .25-14.25 18 .25-14.25 18 .26-14.25 18 .25-14.25 18 .25-14.25 
W. Tex. & New Mex. shpt.)........... 18.5 18.6 18.5 6 18.5 
E. Tex. Rnge 28 ects o00% 18 5-18.75 18.5-18.75 18 .5-18.75 18 5-18.75 18 5-18.7 
Motor (Premium): 
Okla., Group 8 pee -—, din sibpdebuasese (4)12 .25-18 .875 (4)12 .25-18 .375 (4)12 .26-13 .875 (4)12 .25-18 .875 (4)12 .25-18 .875 
Okla., pt.) 11.76-18 11.75-18 11.75-18 11.75-18 
8 basis) 11.75-18 11.75-18 11.75-18 11.75-18 
12 625-12.75 12.625-12.75 12.625-12.75 12.625-12.75 
(2)18-18 .25 (2)18-18 .25 18-18 .26 (2)13-18 .25 
18(2) 18(2) 13(2) 18(2) 
13 18 13 
Motor Gasoline 84 Oct. (R ): 
Okla.. Group 8 (Okla. shpt.)................. (6)11.25-11. 16) on. ei. 8 } (6)11 .26-11. ‘teat (6)11 .25-11 .87508 (6)11.26-11. ae 
Okla., Group 3 ee 3. oa .875(2 ts 3: aon: 875 and 76-11 .876(2 ie maid 875 
(G BEecsenisdecssbeces 0.75-11 Otel, 0 .75-11 .875 10.7 
. Tex. (Texas & New Mex. shpt.)........... Vewir Hat ea it een 7 .6-12. ti eas 
W. Tex. (Texas & New Mex. shpt.)........... 11.5-12.25 11.5-12.25 11.6-12.25 11.6-12.25 11.5-12. 3s 
E. T ick 5 Pe eee 11.5-12 11.6-12.25 11.6-12.25 11.5-12.25 11.5-12.25 
Motor Oct. ys 
N. Tex. (Texas & New Mex. shpt.)........... 11.5-12.25 11.6-12.25 11.5-12.25 11.5-12,25 11.5-12.25 
E. Tex. . | > Se ths passes 11.5-12 5-12 11.5-12 11.5-12 11.5-12 
Cent. W. Tex. (Truck Tnsp.)..... Sensvccecqe 11 11.5 11.6 11.6 11.6 
mM G » 60 Oct. M & below: 
Okla., Group 8 ce Stub thivndic<ek ose 10. -*. —e) 10. 7s. 625 (3) 10 25-10 .625 (8) 10. aes ee) 10 .25-10 .6256) 
Okla., Group idhesseeseese 4 .25-10 10 .25-10 .625 10 .25-10 .625 10 .25-10 10 .25-10 .625 
id yy abide étebh veces 0 .25-10. a8 10 .25-10 .625 10 .25-10 .625 10 .25-10. ‘Ses 10 .25-10 .625 
% Tex. (Texas & New Mex. shpt.)........... ans, 75-11.8 (2)10.75-11. 4 ane. eo 4 (2)10 .75-11.8 (2)10.75-11.8 
W. Tex. (Texas & New Mex. shpt.)........... 11.25-11.5 1.26-11 11.25-11.5 11.25-11.5 
E. Tex. a kesidetncccccsveccces @ylieii. 125 (2)11-11.125 @yiicin. ine (2)11-11.125 (2)11-11 .126 
Motor Gasoline 92 Oct. (Premium): 
>} tS SPs re ae =. 3 16.8 16.3 16.8 16.3 
New York harbor, barges...................- 5.4 15.4 15.4 15.4 15.4 
eR ERR ais. 4-16 .6 (2)16 .4-16.6 @)16.4-16.6 (2)16 .4-16 .6 (2)16 .4-16.6 
WTO a we cvickeddeenesekebscctdadeccece 4-16.1 15 .4-16.1 15.4-16.1 15 .4-16.1 15 .4-16.1 
18 .45-14.3 18 .45-14.3 18.45-14.3 Se ss. 8 
@us.d-id 6 ans. bid. 6 us. eit 6 ais. 9 Here 6 
18.8(2) 13 .8(2) 13.8(@) 13 :8(2) 
12,7-14.1 12.7-14.1 12.7-14.1 12.7-14.1 
12.75-12.8 12.75-12.8 12.75-12.8 12.75-12.8 
15.15-16 .65 15 .15-16 .66 15 .15-16 .65 15 .15-16 65 
14.15(2) 14.15) 34.15(@) 14.15(2) 
SS PPP VTS TToTTT Tr TTT Ti Tee 14, 75-15 .25 14, 75-15 .25 14, 75-15 .25 14.75-15 .25 14.75-15. = 
18 ,75-14.15 18 .75-14.15 18.75-14.15 18 .75-14.15 18.76-14.15 
15.5 15.6 15.5 15.5 15 6 
18.76 18.75 18.765 18.75 13.75 








Mid-Continent 
‘Gas’ Stocks High, Demand Fair 


Gasoline demand continued to show improvement the 
past week, according to Mid-Continent trade sources, but 
inventories remained large causing some material to be 
offered at discounts. Prices of all products remained un- 
changed and the only sale disclosed was that of residual 
fuel to the Gulf Coast. 

Most refiners said there was too much gasoline hanging 
over the market. One in Oklahoma said he had heard of 
some material offered at 0.5¢ under published prices, at 
pipe line terminals and in tank car markets. 


Central Michigan 
Prices Steady for All Products 


With certain exceptions in gasoline, prices were steady 
for all products in Central Michigan at mid-April, accord- 
ing to refiners. Light and heavy fuels, although in seasonal 
decline, continued in good demand. Service stations sales 
of gasoline were rising, but refiners said farm demand still 
was way off. Prices were unchanged for all products. 

Refiners continued to report “discounts” in gasoline up 
to 0.25c, declaring, however, that quantities moving at 
these prices were “not important.” The consensus was 
that opening of farm demand will cause discounts to dis- 
appear. 

Warmer weather took the edge off demand for light and 
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heavy fuels, but both products were in generally favorable 
position for spring. Lake shipments and anticipated record 
road needs will tend to keep heavy products in balance at 
number of plants this summer, it was said. 


Western Penna. 


Lube Oils Quiet and Easy 


Reports from Western Penna. refiners the past week in- 
dicated no change in status of most products and trading 
in base lube oils was described at “snail’s pace.” Scale wax 
continued most active product. Heating oils, on the other 
hand, were easy with one supplier cutting his quotations 
0.3¢. 

Lack of open market sales past two weeks has made it 
difficult to determine “market prices” for base lubricating 
oils, some sources said. Although there were no changes re- 
ported in quotations, trade sources said 25 pour test bright 
stock, in large lots, was available at 1¢ “discount” below 
low reported price of 16¢. 

Refiner who increased his price for scale wax to 5.25¢ 
reported sales for mid-June shipment. Petrolatums were 
also in good demand with prices firm. 

Gasoline shipments against contracts were fairly active 
and prices generally firm. 

An inquiry for 500 bbls. of 600 flash was reported by 
one refiner, but aside from this little buyer interest was 
indicated for cylinder stocks. 

No open market sales were disclosed. 
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ASPPA Gets Big Jet Fuel Offerings 


Some 205 bids to supply Armed Services with jet fuels 
during nine months’ period beginning July 1 were tendered 
to Armed Services Petroleum Purchasing Agency here 
April 12. 

ASPPA’s invitation 54-72 covers jet fuel requirements 
totaling 1,651,830,000 gals., of Grades JP-3, JP-4 and 
JP-5 on East Gulf and West Coasts and inland. 

Against proposal’s largest single item—7221,130,000 gals. 
of JP-4 for Gulf Coast bulk lifting—Magnolia Petroleum 
was apparent low bidder with flat price of 8.48¢ gal. on 
65,000,000 gals. at Beaumont, Texas. Other bids submitted 
against this item follow; prices are flat except as indicated: 


Supplier & Price Quantity 
FOB Point ¢ Gal. Gals. 

Cities Service 

Lake Charles, La. 
Continental Oil 

Ponca City, Okla. (2) 
Eastern States Pet. 

Houston, Tex. 
Esso Export 

Aruba, N. W. I. 
Esso Standard 

Baton Rouge, La. 9.0 
Humble Oil 

Baytown, Tex. 9.4 
Pan American 9.05(4) 

Texas City, Tex. 9.45(5) 
Phillips Petroleum 

Freeport, Tex. 9.65 
Republic Oil 

Texas City, Tex. 9.48 
Sid Richardson Refg. 

Texas City, Tex. 9.25 
Shell Oil 

Houston, Tex. 
Sinclair Refg. 

Houston, Tex. 
Suntide Refg. 

Corpus Christi, Tex. 
Taylor Oil & Gas 

Corpus Christi, Tex. 10.0 
The Texas Co. 

Port Arthur, Tex. 9.0 
Texas City Refg. 

Texas City, Tex. 


9.4(1) 63,000,000 


8.367(3) 44,940,000 
8.7(3) 75,600,000 
8.9(3) 168,000,000 
65,645,000 
37,500,000 
63,000,000 
31,500,000 
86,000,000 
20,160,000 
63,000,000 
9.25(3) 13,230,000 
8.89(6) 49,140,000 
9.5(3) 84,000,000 
10,668,000 
26,460,000 


9.25(3) 49,140,000 


(1) Or 0.25¢ below low of Platt’s. (2) Pipe line charge to 
Gulf additional. (3) Price to escalate with crude. (4) For 
first 6 mos. of supply period. (5) For next 3 mos. of supply 
period. (6) Price to escalate with Platt’s low for 87 oct. 
gasoline. 





NPN Gasoline Index 


(cents per gal.) 

Dealer T.W. Tank Car 
April 19 ol 16.03 12.38 
Month Age : ; ; 16.12 12.38 
Year Ago ape pee 15.37 11.78 


Dealer index is an average of deealer taank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markeets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 
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Crude Oil Prices 


No changes reported in crude oil prices in week 
ended April 10. For complete crude price sched- 
ules, see March 31 NPN, P. 50-51. 











Gasoline Prices For 50 U. S. Cities 
Following are averages of prices for regular-grade 
(housebrand) gasoline, and taxes, in 50 representative 
U. S. cities on April 1 as reported by The Texas Co. to 
API. Figures in ¢ per gal. (i) and (d) indicate increase 
or decrease as compared with March 1. 
Posted Dealer Service Tax Service 
t/w price Station (incl.2¢ Station 
(ex tax) (ex tax) federal) (incl. tax) 
Average U. S. i-16.24¢ 21.60¢ 7.46¢ 29.06¢ 
Portland, Me. 15.80 d-15.90 8.00 4d-23.90 
Manchester, N. H. 16.50 4-16.90 7.00 4d-23.90 
Burlington, Vt. 16.60 22.60 7.00 29.60 
Boston, Mass. 15.70 22.30 7.00 29.30 
Providence, R. I. i-15.50 i-20.90 6.00 i-26.90 
Hartford, Conn. d-12.90 4-16.90 6.00 
Buffalo, N. Y. 16.20 22.80 6.00 
New York, N. Y. 15.50 23.50 
Newark, N. J. 15.20 4d-15.90 
Philadelphia, Pa. 15.40 21.90 
Dover, Del. 15.40 22.00 
Baltimore, Md. 15.10 21.50 
Washington, D. C. 21.90 
Charleston, W. Va. . 24.20 
Norfolk, Va. ' 21.10 
Charlotte, N. C. ’ 22.50 
Charleston, S. C. . 21.00 
Atlanta, Ga. ‘ 22.80 
Jacksonville, Fla. . 20.40 
Birmingham, Ala. . 22.30 
Vicksburg, Miss. C 22.90 
Memphis, Tenn. 15.30 d-13.90 
Lexington, Ky. 17.40 23.00 
Youngstown, Ohio 16.30 20.90 
South Bend, Ind. 17.00 22.40 . . 
Chicago, II. 16.30 22.01 29.01 
Detroit, Mich. 16.80 22.73 29.23 
Milwaukee, Wisc. 17.30 22.90 28.90 
Twin Cities, Minn. 16.30 i-21.90 i-28.90 
Fargo, N. D. 17.20 22.20 29.20 
Huron, S. D. 17.10 22.50 ; 29.50 
Omaha, Neb. 16.00 20.50 28.50 
Des Moines, Iowa 15.90 21.40 28.40 
St. Louis, Mo. 15.70 20.90 26.90* 
Wichita, Kans. 15.00 18.90 25.90 
Tulsa, Okla. 14.90 21.00 29.50 
Little Rock, Ark. 16.20 22.50 31.00 
New Orleans, La. 14.60 20.70 9.00 29.70 
Houston, Tex. 14.70 20.00 6.00 26.00 
Albuquerque, N. M. 16.90 22.50 8.50 31.00** 
Denver, Colo. 15.80 21.50 8.00 29.50 
Casper, Wyo. 16.70 24.00 8.00 32.00* 
Butte, Mont. 19.20 25.50 8.00 33.50 
Boise, Idaho 18.60 24.50 8.00 32.50 
Salt Lake City, Utah 16.90 i-21.90 7.00 i-28.90 
Reno, Nev. 18.60 i-24.60 7.50 i-32.10 
Phoenix, Ariz. 18.80 24.10 7.00 31.10 
San Francisco, Cal. 16.10 21.80 8.00 29.80 
Portland, Ore. 16.60 22.30 8.00 30.30 
Spokane, Wash. 18.80 24.80 8.50 33.30 
(*) Includes 1¢ city tax. (**) Includes 0.5¢ city tax. 





PRICES | 


in effect April 19 at Refineries and Terminals 


CALIFORNIA 
Gasoline Angeles Dist.: 
; 14.1-18.1 


OKLA., Group 3 (Okla. shpt.) , 13 .1-15 .6(2) 


ARK. (For shipment to Ark. & La. 


Sui: de-1t-e7e 87508) 
10. 25-10. 625(8 85-18. 
80 Oct. Reg. ......---.--  16.85-16.1 


Kerosine...... bs ondasiie se (2)11 .45-11.55 
5 eee SEER - 11.25(2 


15.85-16.1 
19: 10. 85 


11.5-11.75x 
10.75 
10,.9-11x 
10 .5-11.05 
10.5 
10.5 
“625-12. Kerosine, Gas & Fuel Oils 
.6-12.7 
1.5-12.25 
aie ve 1i 8 OKLA., Group 3 (Okla. shpt.) 


W. TEX. (Texas & New Mex. shpt.) 
Ne. : wea. 825-9. 126 CENTRAL MICHIGAN 
No. 6 fuel. . ‘ “ ; / (FOB Central Michigan eg ‘in 
(2)12.8-18.1 
(8)11.5-11.8(8) 
11.175-11.8 


OKLA., Group 3 (Northern shpt.) 
(699.1 


25-1 
7.25-8 .25(2) 
(2)T-7.5(4) 


tions of 8.0, Ohio for delivery to 


feat 


ies 
11.8 
12.8 


; 
z 


shipment to Ark. & La.) ie. 8 ton 38.25-8.375 CALIFORNIA 


San Senate Valley Dist.: 
40-43 w 
N. TEX. (Texas & New Mex. ound eens taal 
12-18 2-44 w.w. ves ass” Da fat (530 
10. 25-11.25 No. 6 fuel  Bysi-60-1.75 


8 
8 


W. TEX. (Texas & New Mex. shpt.) a a iba é6e) 14,9-14:8 
Bisa rs Sn se 


15 .15-16.65 No. 6 :65-1.9 Stove dist. (PS 100 18.7-14.8 
SETI fuel tove (Ps ) 


Ce Sees Coles Coanagaes See oa Seis Bains (2)13.8-14.3 
14.75-15.25 ; ‘apiee =. i 


18. 75-14.15 10 aris 3s , 
10.5-14.7 


15.5 
18.75 


Ohio— Quotations of S.0. Ohio very 5 
Ohio points pone: eae 6 fuel ; (Group 8 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
peng cages Kansas destinations only originate in ans any Mid-Continent manufacturing 
district.) 
SE eR eer (8)9 .375-10.5 
sot & below D.L. Diesel . . ‘ FOB GROUP 3 


58 & above D.I. Diesel. Grade 6-70...........2.. 4-4.5 (Quotations) 
(8)14.5-14. 7508 


* 2 fuel "25-9.87 
G18 :5-18.75@ Nes Oe . FOR BRECKENRIDGE 
8.26 $1 .35-1.40(2)x ‘ (Quotations 


prptiong. herewith are are Beg SO from Piatt’ CLL GRA Belly Oil ey or publication. z-... §— potted of of ou s oy, come La +4 
resentatives in, all NPN-OILGRAM  afhucs: dette thee Cane eciasively posting of firm prices but cine OFLCRAM. the prices 
to sapere oil industry prices everywhere. would quote to weds &) gusset sat o which they confine to their 
P r a in tables are sales prices or quotations or general 0 offers la Ts —) -# in | price eee. 
prices by refiners, by pipeline terminal operators, by i i f AF nad 
inal operators; for current sales and shipments; for the -y 8 ey letter used 
period stated; except Tank W; prices, prices sare for by ASTM price conditions ‘sf apolr 


as tank car, truck tranaport, a to NPN OILGRAM office or see back 
cargoes or or truck transport lots only, os designated PROB re Soevice lavdien. 


terminals; yt Fk A © bbl. where sign is 

and — cents Peet see ce fees aS taxes; For complete price service delivered - from nearest OILGRAM 

epee oil ae free ucts lawf produced and transported; re- Tay Fe. York, Chicago Houston, dress Pilatt’s 
as received i 1LGRAM and National Petroleum News but not ILG. rice Serv 330 W. 42nd. st. New York 36. N. Y. Annual 

teed; for subscribers’ private use only and not for resale or Subseriotion te U. &:: $150 per year, "payable in advance. 


nf 
ce 


dH 
te 


“f 
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Lubricating Oils 
WESTERN PENNA. 


Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders only. 


Viscous Neu eS Se Ue ot W" ¥. 200 
Vis. (180 at 100°) 420-425 fi. 


25 p 20(6) 
150 Vi Via. (143 at 100°) 400-405 .. 


18.5 
17.5 
(5)16-16.5 


15(3)x 


Tulsa basis, for domestic — onl 
at Stocks, vis. at 210° Neutrals, vis. at 100°, 
0 p. p. 


Neutral Oils—Conventional 


Bright Stock—Solvent 
150-160 vis. 0-10 P P-, 
95 vi 


(3 )16-16.5 (3) 
(3 )16.25-16.75(3) 
(3)16.75-17.25(2) 
Cylinder Stocks 
600 s.r., olive green........ 15.5 


GULF COAST—Solvent Refined Lubes. 

From’ Mid-Continent grade crude. Prices FOB ship 

at Gulf for export. 

Bright Stock—Vis. at 210° 

150-160 vis., 0-10 pour test, 
96 v.i 18.75-21.25 


Neutral Oils—Vis. at 100°; 95 v.i.; 0-10 p.t. 


SOUTH TEXAS LUBES 


(Vis. at 100° F. FOB 8S. Tex., refineries for do- 
mestic and/or export shipment.) 


12.25(6) 


WESTERN PENNA. 
(Bbis., carloads; tank car, 


12.875 
. (2)18.125-13.375 
(2)14.125-14.625 


Stoddard solvent 


OHIO—Quotations of 8.0. Ohio for delivery Ohio 
points: 
V.M.&P. — ys 








New York 





Marketer of Petroleum Products 
NEW ENGLAND PETROLEUM CORPORATION 


Boston 











See your regular Supply House. 


Ctorodd] ‘ty SCULLY SIGNAL COMPANY 


customer tanks 


Canadian Licensee: EMPIRE BRASS MFG. CO,, LTD., Toronto, Ontario 


174 Green Street 
Melrose 76, Mass. 


tank installations 
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E. TEXAS (Truck Trnspt. lots) 


CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent 


Mineral 
Spirits 

New York peates. 17(6) 
adelphia...... 17.6(4) ats 





gece 16 .5(3 
18 .5(4) 17.515 
coee 17.566 





@ MOTOR OILS 
@ NEUTRALS 





Dig up greater sales faster in these 
competitive times by supplying your 
customers with pre-sold 100% Pure 
Pennsylvania lubricating oils. These 
quality oils find immediate public ac- 
ceptance and net you greater profits! 


Prices of our neutrals, bright 
stocks, cylinder oils and finished mo- 
tor oils, meeting all new API service 
classifications, compare most favor- 
ably with those of lesser quality. We 
protect you against sudden market 
fluctuations. We ship in bulk, in 
drums, in cans, or fill your containers 
at several points in the country, sav- 
ing you time, freight and double- 
handling costs! 


Dig into the richer sales pay dirt 
ahead by writing, wiring, or phoning 
us your requirements, NOW. We'll 
get prices, samples and profit details 

ack to you as soon as possible! 


@ BRIGHT STOCKS 
e CYLINDER OILS 
e WAXES 


ELK 


REFINING COMPANY 


Charleston 24, W. Va. 
Refiners of Highest Quality Pennsylvania Grade 
Petroleum P.G.C.0.A, Permit No. 25 
FOUNDED 1913 





PRICES in effect April 19 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refi FOB in cents 
ae SO Pang diame 





WESTERN PENNA. (T.C., in Balk) 


White Crude Scale: 
122-124 A.m.p............ 
124-126 A.m.p............ 


5-5 .25 
5-5 .25(2) 


SEABOARD 
Melting points are AMP. 8° higher than 
EMP. Prices are for carload lots. estic 
are FOB refinery; scale in bags or bbis. ; 


refined, slabs prices are 
FAS; scale in bags or bbls., fully refined in 
bags or cartons. 


Crude Secale: 
124-126 white. ... 


N. ¥. Domestic N. Y. Export 
(2)6.6 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 


x12. 875-14 .85 
x11 .875-13 .35 


(2)10.875-11.35 
(2)9 .875-10.35 


Mexican Bunker Prices 
U. 8. DOLLARS PER BBL. OF 159 LITERS 


(In'Ships’ 
Bunkers, or 
Deep Tank Lots) 
San Pedro, Calif... 
Portland, Ore... .. 
Seattle, Wash..... 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


Bunker C 
Fuel 
(P.S. 400) 
$1.80(6) 
1.85(4) 
2.10(4) 
2.10(4) 


70 


FOB their 


Atlantic & Gulf Coasts 
Prices are of refiners, FOB their refineries & 
terminals. Ships’ 


92 Oct. 
Prem. 
Gasoline 
16.3 
15.4 
16.7-17.1(8) 
16 .4-16.1 


tanker 
bunkers prices are exclusive of 


— 


18.45-14.3 
12-14.2 


aap and of tanker terminal operators 
lighterage. 
83 Oct. 
— Kerosine 
No, 1 Fuel (*) 


10.5(20) 9.5(19) 
ane. aaet 4(18) -4(17) 
9.8(10) 
10. 74 


No. 2 Fuel (*) 


12:6 





16 .8-17(2) 
18 .6-15 .25(2) 
18 .5(2) 


ye: rs. 5«) 
11. 5-12. He 


1 
10.6) Hey 
9.4 


(16) 
10.2(6) 


1.8 


18.5 is ste 





13 .25-14 .25 
«++ (2)13.25-18.5 
‘ 14.4-15.4 


14.9 
(2)14.6-15.4 


(2)12. 35- - 3 
ba 
Sai) 
13.4 
18 .1(8) 


10.125-10 .25 9. ya . 
9 .625-9.75 (2)8 .625-8 
11.8(11) 10.65(8) 


11.8 
11.1(4) 





--- (2)16.8 
. 14.4 


14.3 
18 .8-15.6 
14.7 


14.3(8) 
12.4 

12.3 
12.6-138.2 
13 .2(2) 


rex 10.5(2) 
11.6 (8)10.3-10.4 
cose 10.3 


11.05(7) 
11.1(2) 





: (2)16 .4-16 .6 


lades.. (2)14.9-15.7 
16.8-17.1(8) 
16.7-17(8) 


(8)18.9-14.6 
18 .8(2 





(2)14.6-15.7 
14,2-15.6 


18 .4-15 .85(2) 


(2)18 1-13 .4(4) 
12.9-18 .3(5) 


12.4-18 .85 


if 


10.65(7) 
10.55(5) 


10.2(7) 


11.7(8) 


12.07 11(7) 


Diesel Oil (*) ey Diese 


Shore Plants ps’ Bunkers 
(50 cet., 55 d.i.) aus ect., 45 d.i.) shin i. 


$4.08(4) $8.75(4) 


10 .2(5) 
10.166) 





: Seelaa: 32 








9.9(4) 
9.7-9. 8(2) 








No. 6 Fuel 
No 
Guarantee 


- «OMB. 5-6. 28(8) 


No. 6 Fuel 
No Sulfur 


Barges 
(2)$2 .85-2 .43 (2)$2 .35-2.40 


"4.481 (6) 
4.80(8) 


No. 6 Fuel 

No. 6 Fuel Max. 1, % 

Max. 1, % Sulfur Shi 
Sulfur 


Bun 
$2 .25(10) 





2.2013 
(3)1.95-2.10(2) 





. 98-2 .00 
2.21(6) 
2.18 


— 
an 


— 

o 
aon 
~~ 
a 
— 
- 





-80(3) 
2:26(3) 





pints] Src] Siege 


oro ro Nene pwe 
> 
— 


ae 


-41 





2. Be 25(7) z. 20-2 22(7) 


rT 


5 
BG) 
3 ee) 





728-2.000) 2-25-2276) 


: ae 


2.44-2.54 





7-26) 


EBS 


2.41 


(*) At Atlantic Coast refineries oe terminals south of Maryland, ait at Tampa, sie re some 
sellers to bulk commercial consumers are 0.15c higher than prices shown above. 
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Gulf Coasi—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bblis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The re in parentheses after each 
price indicates the ber of ies that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 


Gente EAS 41-48 w.w. Kerosine .9.25-9.5(2)-9.625(8)-9.75b 
No. 2 Fuel..,8,25(2)-8.5(2)-8.625(2)-8.75(4)e 





(b)Price range correct for April 12 also. 
Vip py range correct for Mar. 29, April 5, 
Ap 


Jet Fuel (MIL-F-5624a) 
Grade JP-4.. 


Motor Gasoline 
95 Oct. Premium. .12-12.75-18(2)-13 .25(8)-18 .75 
98 Oct. Premium... . 0 ee et aoe oe 
90 Oct. Premium... -11-11.5-12.25-12.375 
"10 .25-10 5-11-11. 75(3)-12 
-++++-10-10.25-10.75-11.25 
79 Oct. 9.75-10-10 .375-10.75 
70-72 Oct. M Leaded...... .9.75-10-10 .5 


(a)Price range correct for ‘April 12 also. 


Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasolines meet specifications 
MIL-F-5572, unless otherwise noted.) 


District 


Diesel & Gas Oils 


48-47 Diesel Index............... 8 .5(4)-8.75(2) 
48-52 Diesel —_ scesecsccces 8.625 (4)-8 .875(2) 
53-57 Diesel Index..............+.- 8 .75(4)-9(2) 


Heavy Fuel—Cargoes 


No. 5 Fuel, 0-10 ~~ ga deen sveconcasen (2)-2.70 
Bunker “C” Fuel $1. astieet t 90-82. 00 


Grade 100/130 Grade 91/96 Grade 80 





11.85 11.7 
11.4(8) 11.75-12.05 10.85 
eat 11.45-11.7 
10.9(6) (2)10. 75-10 .9(2 10.45-10.7 
Sean i 8.1(4) (2)7 .5-7.6 
6 Fuel 8 .85(2) 7.35(4) 7(8) 
(a) Delivered Cleveland. 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company’s requirements ; 
2c per bbl. differential per degree of gravity applies for gravities le | and above those shown, 
except for Lagunillas Heavy for which price shown applies ess of gravity. Price ie 
for each cargo is that in effect at time vessel tenders for loading. For purchases made 
prices shown are basis for such purchases with dedu Aan made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less lc per bbl. 
Crude Gravity API Price (Bbl.) FOB 


14-14.9 %. Hf Las Piedras or Amuay 
or Amuay 


or Amuay 


Cruz 
Cruz 
Cruz 
Cruz 


ror nononace cononenotenss 
2eeeezesearsas: 


(Pedernales) 
Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 

Persian Gulf 
Gravity 
36-86.9 $ 


Company 


Esso E 
M. E. Crude Sales 
Soc.-Vac. —aeneees Supply 
ae Expo 
he tieaten 
sie Petroleum 
Soc.-Vac. — Supply 


Galt Eavle Exploration 
Anglo-Iranian 
Esso E 


Shell Petroleum 
Soc.-Vac. Overseas Supply 


Esso 7 
M. E. Cru 
Soc.-Vac. Overseas Supply 
Anglo-Iranian 
Esso Export 
Iraq Shell Petroleum 
Soc.-Vac. Overseas Supply 


Far East Crude Prices 


Prices are in U. S. dollars per bbl. of 42 U. 8S. gals., ex local port or other government charges, 
for crude within gravity range stated, loaded in full cargo lots, FOB port indicated. 
Crude Company Gravity API Price FOB Effective Date 
Seria Light Sarawak Oilfields Ltd. 37-88 $2.60 Lutong, Sarawak 4- 1-54 


£ 
z 





shade 


see 
beds 


r 


RRBRVVSESSSES 


DODO IN tt tt te 


Coowseos ZF wovvwvvovvvowve 


ale 


1-24-58 
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EXCLUSIVE CUSTOM PACKAGERS 
LUBE O1L — ANTI-FREEZE — CHEMICALS 
COMPOUNDING BLENDING 


PENN-CENTRAL OIL COMPANY 
20TH & KANSAS AVENUE 
KANSAS CITY 5, KANSAS 





HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
0 FIFTH AVENUE, NEW YORK 20, N.Y 











a or 


Texas City, Texas 








TANK CAR BUYERS 
e 
Uniform High Quality 














This Is Your 
Market Placel 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 

















PRICES in effect April 19-Tank Wagon 


Prices for gasoline do not include taxes; they do, however, include: 
Gasoline 


inspection fees as shown in next column. 


as indicated in footnotes. Kerosine tank 


taxes; kerosine taxes where levied are indicated in 
es in effect April 19, 1954, 


if any, are shown in peasneaee. These 


taxes, shown in separate 
column, include 2¢ federal, and state taxes; also city and 
— also do not wunese 


county taxes 
‘ootnotes. Discount. 


as posted by principal marketing companies at their headquarters’ ‘offices, 


but subject to later correction. 


Atlantic Atlantic «= 


No. 1 


i 


. Taxes 


Pat tt tt tat pt tt 
et 6 Bt I AE ms 
Re AKRK= 





ee 
ane 
oon 


bee 2 
Ms « « 
- 


AMNBMAMwBom: *: 


x15.0 
"13.2 
13.6 


14.9 18.6 


CO GD DY AMMAAHAaMAMAT AF AW a AIIAIIAA 
co co © © SeSeSeSeSSeSSOSSS SCS SO Oo: SoCSCSSCO 


"aor Pa Ow, 
Philadelphia, Pa. 8.2 


Notes: 


Premium-grade gasoline t.w. prices 2.5c above 
regular, except Georgia and Florida 2c. 
Kerosine—Thru Pa. .. Del., = le per gal. 
for t.w. deliveries of less than 100 gals. at one 
time. Camden—Add 1c roy deliveries of 100-299 
gals., 2c for less than 100 gals. 
. Spirits a ry apply to Stoddard 
o} ven 
Effective dates: "Mar. 25, *Apr. 3, xApr. 8, 
“Apr. 13. 


Cont’! 
Oil 


(N. B. Prices are Continental's 

tank-wagon prices. Current selling 

prices may vary from those shown 
use of local conditions.) 


a 
wr CNownmwmownone. 





00 00 00 %© 00 G0 G0 ~3 00 00 GO 00 00 00 G0 G0 0 
mamonmnoooooooooso 


yy, — tax column includes these city tax- 
: Albuquerque & Roswell, 0.5¢; Santa Fe, le; 
}, lrnenon le; Casper, lc. 


Discounts: 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals. ; 200-399 gals., deduct 0.5c; 400 gals. 
and over, deduct Ic. 

Notes: 

T. W. prices are to consumers and dealers. 

Premium-grade gasoline t.w. prices 2.3c 
above regular. 


72 


Standard of no ~ oly Boe c 
California a 


16.1 
15.6 
17.2 


i 


= 
oo 
eo 


WONMDAMDMAR 





eB 3S oo oo oD 
DSAAWA WOAH 

ca 
EgeePERBEREs ss hs 
WN AWOOH OHH HOR 
OH C2569 0 CO G9 G9 0-800 0D OD 
comoomanmonocos 











are ex gToss 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries Chevron 
(Regular) and Chevron Aviation ao/st. add to 
400-gals.-and-over price 1.0¢ for 40-1 99 
0.5¢ for 200-399 ak except for a ies to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 

40-399 gal. delivery; for than 40 gals. 
nad 5.0c gal.; except at Honolulu add 5.0c 5 ~ 
_ to Marine trade and less 
than gals. to reside trade. ices for 
Chevron Aviation 80/87 at Salt Lake oe 
ply to all quantities in excess of 
Supreme (Premium) are 


ron Aviation 8 er tity delivered prices, 
oo, a 91/98, “hoe 100/180 and 8.0¢ for 


truck price is “for minimum 
oil & pranined 
iveries of 4 


add le 
than 40 gals. ‘add 5e. 
*Standard No. 2 Burner Oil. 


Humble 

Gasoline Gaso- Kerosine 
Regular line Tank Re- 
T.W. Retail Taxes Wagon tail 


14.8 e-} 
ue 


Humble 
oil 


Dallas, ati . 
Ft. Worth... 
Houston 


San Antonio.. 15. H 


Notes: 
T.W. prices are to all classes of dealers and 


consumers. 
Premium-grade gasoline t.w. prices 2c above 
regular. 


/32c 


; Ark. 1/20c; Fla. 1/8; IL 3/100¢; Ind. 2/25¢ 
; Mo. 1/28e5 1 Neb. 2/100c i Nev 
/25¢; 1/8e; S. D. 


: Ala. 1/2c; Iowa 1/50c; Mich. 1/5e 


T. 
Atlantic City, N. J.. 
Newark 1 





r oO he 
: wee wConhere amon: &: of! 


on 
WARwWADCHIEMANOTOHWRNOMIISOHROONADr-DI 
CAM eome: : 


WARwWACOHAIRHDANCGCOWRNOAIVAOHROONAArHivop 
DOOOOOOGOOO OO OOO OW OW ~3-3 -3-300 00 0-32.00 ETE 
nNovoococ ooo OSC O OOOO OOOO OOOO OOOOSO 


— 
an 
n 


Naphthas T.W. & Steel Bbis. 
Mi “y Spirits V. ys &P. 


24.0 25.5 
16.7 


Washington, D. = 
asnin 
3,600 ~~ ae 17.2 


siuoe es ote Ww. 
No. 2 
Atlantic City, N. J. rs ‘t 7 


Newark 

Baltimore, Md. 13; 
Washington, wanes 13. 
— Va... é 


13. 


No.4 No.6 
$3684 $2.836 
3.73 2.85 
4.05 2.89 


RWaNWor, 


& 
Nm ONIH SHE 


Taxes: Louisiana kerosine prices do ‘eet inelude 

le state tax 

Notes: Kerosine No. 1—Atlantic City prices are 
of 300 gals. or more; add lc for 

100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for one. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals 
price is $2.83 per 

Premi em-erede gasoline t.w. prices 2.56 
above regular. 


Imperial 
oil 


ae 


COR HAH} do DODD 


Halifax, 
St. Tee. te B.. 
ane gp P. EL 


© 
jeer 
per eyeer emer feteter yl 1). 


ve 


Vancouver, B. 


Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2 


bove regular. 
. *Price is for Premium-grade. 
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IS YOUR JOBBERSHIP 
PREPARED FOR ANY EVENTUALITY ? 


This is a question many jobbers have asked themselves regarding their business. Actually, this is a question that every 
jobber should ask if he is at all concerned with the future of the business that he has worked so hard to develop. 


National Petroleum News, recognizing the need for a concise, easy-to-read aid in answering this question, has worked 
with the Provident Trust Company of Philadelphia, a company well qualified through long experience in handling jobber 
estate problems, to develop as factual and authoritative a guide as possible. 


These articles have been reprinted from National Petroleum News into one handy (6 x 9) booklet for quick, easy 
reference, entitled JOBBER ESTATE PLANNING. 


These articles point up and analyze such topics as insurance, death, taxes, wills, trust funds, joint property and gifts. 
They present many points on which plans could be made to base a sound jobbership that could weather any crisis. The 
scope of these articles can be seen by the titles: 

1.The Starting Point—Proper Business Organization. 
2.The Tax Trap—Joint Business Ownership. 
3.Planning a Will. 

4.When a Jobber Dies—What Then? 

5.Insurance Can Save Your Business. 

6.Gifts to Your Children. 

7.Key Man Incentives. 


Orders are now being accepted in advance of the schedued May Ist publication date. To assure receiving your copies 
early, order now. 


WRITE TODAY to reserve your copies of this important reprint. 


Send your order to: Clip this handy order coupon 


NATIONAL PETROLEUM NEWS 
Reader Service Department A 

330 W. 42nd Street 

New York 36, N. Y. 
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Reader Service Dept. 
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New York 36, N. Y. 


Quantity Prices 
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Please send me copies of the JOBBER ESTATE 


26- 50 -40 PLANNING reprint. 
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Prices on request for quantities 
over 100 
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'% city sales tax, applicable to price of gaseline (ex tax). 


Discounts: Mobile Kerosine—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gals. or more. 
eae Diesel—All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gal. or more. 


Notes: Jamestown T. C. prices are delivered prices, all other 


Effective dates: "March 25, xApril 7. 
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Taxes: Hangar epevaters can purchase aviation gasoline less de per gal. State Road Tax by supporting ‘purchase with State Tax Exemption Form 


A-10 to supplier. 


Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 


Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 ga 
Naphthas & Solvents—T.W. and drum prices are for del leliveries of 500 gals. or more. For other deliveries : 


gals., add 5c. 


ls. or more, 50 to 99 gals. add ic per gal., 


1-49 gals. add 2c per gal. 


150-499 gals. add 2c; less than 150 


Premium-grade gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted; s.s. prices are at company operated 


stations. 
x Effective April 8. 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly 
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Fuel Oils—T.W.—Chicago, Tl. 
Standard Stanolex 
Heater Oil Furnace Oil 
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Stanolex 
Fuel C 
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Taxes: St. Louis, Mo., line tax includes Ic 
city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 4c state tax. State 
sales, occupation, consumer & use taxes to be 
added where applicable. 

*“Temporary” price. 
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classes of consumers with minimum delivery 
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Premium-grade gasoline t.w. prices 2c above 
regular. 
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Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, lic 
county; Montgomery, ic city & le county; 
Pensacola, le city. Other taxes not included in 
prices: Georgia, kerosine, lc; Montgomery, 
kerosine, 1c; Mississippi, kerosine 0.5c. 


Notes: 


Premium-grade gasoline t.w. prices 2c above 
reular. 
Cons. t.w. prices same as net dealer prices. 
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UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. 
count one additional line. 
ea ob ger WANTED. Undisployed rate is one 

If of above rate, payable in advance. 
oescounT OF 10% if full payment is made 


in advance oe — consecutive insertions of 
undisplayed ad 


Box numbers 


Send NEW_ADVERTISEMENTS to Classi; 


CLASSIFIED 





DISPLAYED RATE 


The advertising rate ts $14.99 > be inch for all 
advertising eS = than a con- 
tract basis. t rates yo Es 


AN ADVERTISING INCH is measured inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


Adv ogeneing pices, 


NATIONAL PETROLEUM News, 330 W. 42nd St., N. Y. 36, 
SECTION CLOSES each Wednesday, one week preceding date issue. 








REPLIES (Box wei Aaivess to alee nearest you 
NEW YORK: 330 W. 42nd St. (36) 
CHICAGO: 520 N. Michigan Ave. 7) 
SAN FRANCISCO: 68 Post St. (4, 








Positi Wonted - = 


Experienced man in middle thirties presently 
general er for major oil company jobber 














 EwPLovwent > 


Positi 








Vineet ste 





Man experienced in gaging and strapp 
ip 


troleum terminal and s) tanks, eile 2 ve a 

charge, being responsible for all petroleum onal 
ucts received, stored, and despatched. Should have 
engineering degree. Write, giving schooling and 
experience. Advancement opportunities excellent: 
salary negotiated; all communications confidential. 
emeey Oil Co., 56 Federal Ave., Quincy 69, 


Mass. 





New England independent distributor 
wants capable young man (under 35) with heavy 
sales, management, background. Will be groomed 
for executive position. Resume, references re- 
quired. P-2509, National Petroleum News. 


Selling Opportunities Offered ————— 





handling full fuel oil, gasoline and TBA lines 
with wide experience in all phases of wholesale 
and retail merchandising both from a branded and 
unbranded ty: of operation. Would prefer to 
locate in ough on south west. Would be agreeable 
to position involving travel. Reply Box PW-2495, 
National Petroleum News. 




















500—1800 gallons used Truck tanks, 

with pump and meter equipment—over 50 avail- 
able—write us your wants. Gould Equipment Co., 
Box 1611, Portland, Maine. 


For Sale: 3500 gallon 3 
tank trailer. Priced right. 
Mason City, lowa. 





rtment Freuhaut 
North lowa Oil, Inc., 





AAiE 7 





Distributors or Salesmen Wanted: Old estab- 
lished manufacturer of complete line of semi- 
trailers and truck tanks has following territories 
open: Eastern New York, eastern Pennsylvania, 
and New England States. RW- 2374, National 
Petroleum News. 





L Ai, 4 





cturer of bulk and service sta- 
tion fittings has cadens cogevtuaty for aggres- 
sive sales engineer to cover New England States, 
also New York and Pennsylvania. RW-2510, 
National Petroleum News. 





A copy of this quick-read- 
ing, 8-page booklet is yours 
for the asking. It contains 
many facts on the benefits 
derived from your business 
paper and tips on how to 
read more profitably. Write 
for the “WHY and HOW 
booklet.” 


McGraw-Hill Publishing Com- 
pany, Room 2710, 330 West 








M-5 Oil reclaimer. Also 18000 gal. 
steel storage tank, vertical. J. Krieger, 6929 
Detroit Ave., Cleveland 2, Ohio. 


“BUSINESS OPPORTUNITIES 


Wanted: Interested in = or ing established Fuel 

Oil Business, r aliens size, in or adjacent 

4 Philadelphia, , BO-2488, National Petroleum 
ews. 
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STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 1 Gal. Cap. 
Colled 


50 Church Street 
New York 7, N. 
Phone: COrtiandt 7.2090 











Equipment too small! for our business. 


FOR SALE 


1—2000 gallon, 2 compartment (each 1000 
gallons) trailer, 900-20 tires, Good Brodie 
Meter. 

1—Reo 1947 truck with 1000 gallon, four 
(4) compartment tank, with meter and 
ticket puncher, 100 ft. hose, manual oper- 
ated reel. 


THE WILLIS CO. 


334 East 16th Street, Erie, Penna. 
Phone 25-689 





“TMANNEENT SERVICES, 


SEPH H. 
vamenenaann fs MANAGEMENT COUNSEL on: 
Petroleum Refining — Marketing — Trans- 

portation — Economics — 
EVALUATION of NEW PROJECTS — SURVEYS 
LONG RANGE PLANNING 


PETROLEUM SONSULTANT 
201 East 57th St., New York 22 
Telephone — Plaza 9-1450 














Geuder, Paeschke & Frey Co. 45 
Gilbert & Barker Mfg. Co. 51 
Hartol Petroleum Corp. 71 
Horix Mfg. Co. 55 
Jones & Laughlin Steel Co. 47 
K-P Mfg. Co. 60 
McGraw-Hill Book Co. ce 
National Cash Register Co. 4 
National Petroleum News 73 
New England Petroleum Corp. 69 
Oil Equipment Mfg. Co. 42 
Oil Heat Institute of America, Inc. 
OPW Corp. 
Overhead Door Corp. 
Patent Chemicals, Inc. 
Penn-Central Oil Co. 
Pennsylvania Grade Crude Oil 
Association 6 
Progress Mfg. Co. 27 
Republic Oil Refining Co. 71 
Rockwell Mfg. Co. 31 
Roper Corp., George D. 24 
Rotary Lift Co. 32-33 
Scully Signal Co. 69 
Standard Steel Works 4th Cover 
Thermoid Co. 25 
Trico Products, Corp. 34 
United States Rubber Co. 77 
United States Steel Corp. 65 
Westinghouse Air Brake Co. 43 
Wood Co., John Facing Page 24 


75 








ABOUT OIL PEOPLE 


2 


H. F. Sinclair 


W. G. Brady, Jr. 


H. F. Sinclair Winds Up Oil Career 


H. F. Sinclair, founder of the Sin- 
clair Oil Corp. and one of the strong 
voices of the oil industry in America, 
will retire May 19. 

In January, 1949, after 33 years as 
president of the company, Mr. Sinclair 
turned the presidency over to P. C. 
Spencer. Mr. Sinclair continued to 
serve as a member of the board of 
directors and as its honorary. chair- 
man. Now he has announced he will 
retire from the board entirely. 

In a letter notifying the board of his 
decision to retire, Mr. Sinclair said: 

“It is my present intention to remain 
in California indefinitely, and there- 
fore I will not be able to attend meet- 
ings of the board and fully discharge 
my responsibilities as a director. 

“This has been a most difficult deci- 
sion to make, and words are inade- 
quate to express my regret in termi- 
nating active connection with the 
company which I founded almost 40 
years ago.” 

Mr. Sinclair, who will be 78 years 
old in July, first gained national 
prominence in 1916 when he founded 
the Sinclair Oil and Refining Corp. 
However, he had already made a name 
for himself as a lease broker, and then 
as an independent producer of crude 
oil in the Mid-continent area. 

Mr. Sinclair was born in Wheeling, 
W. Va., but spent most of his child- 
hood in Independence, Kan., where 
his family moved when he was six 
years old. 
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Mr. Sinclair’s father was a druggist 
and wanted his son to follow in his 
footsteps. The younger Sinclair studied 
pharmacy at the University of Kansas 
for three years. But after a short try 
at being a druggist he decided it was 
not for him and entered the oil busi- 
ness in 1901 as a lease broker. Later 
he became an independent producer 
and made his first important strike 
when he participated in a pool at 
Kiowa, Okla. That venture made him 
$100,000. 

A tremendous worker who spent 
long hours on the job, Mr. Sinclair 
in 1916 put together a number of 
companies to form one integrated 
company—the Sinclair Oil & Refining 
Corp. At the time of its organization 
the company had assets valued at 
about $51,000,000 including: 

—550 producing wells 

—500 miles of pipe line 

—Four refineries with a total pro- 

duction of 20,000 b/d 

Part of the consequent growth of 
his company came from the purchase 
and sale of companies and facilities. 
Outstanding were these transactions: 

e Purchase of the Pierce Petroleum 
Corp. in 1930. 

e Sale to Standard of Ind., in 
August, 1930, of half interest in the 
Sinclair Pipe Line Co. and the Sin- 
clair Crude Oil Purchasing Co. for 
$72,500,000. 

e To replace the pipe lines and 
storage sold to Indiana Standard, Sin- 


clair bought two other companies in 
March, 1932. These were the Prairie 
Oil & Gas, and the Prairie Pipe Line 
companies, which were primarily pro- 
ducers and transporters. 

e A marketing company, the Rio 
Grande Oil Co., was purchased in 
1932, and its assets were transferred 
to the reorganized Richfield Corp. of 
California in 1937. Richfield had been 
in difficulties for several years when 
Mr. Sinclair put it back on its feet and 
became chairman of the board. 

In October, 1952, Sinclair became 
one of the country’s billion dollar 
companies. In its latest report to 
stockholders, Sinclair Oil Corp. re- 
ported assets of $1,140,665,152, and 
1953 earnings of $68,061,006. 

William Gage Brady, Jr. has been 
nominated to fill the vacancy on the 
board created by the retirement of 
Mr. Sinclair. 

Mr. Brady is the former chairman 
and president of The National City 
Bank of New York, and is now chair- 
man of the board for both American 
Enka Corp., textiles, and Fundamental 
Investors, Inc., an investment trust. 

During his banking career, Mr. 
Brady was a.director or trustee of 
many leading corporations including: 
Anaconda Copper Mining Co.; Amer- 
ican-Hawaiian Steamship Co.; East 
River Savings Bank; Consolidated 
Edison Co. of N.Y.; The Western 
Union Telegraph Co.; and United Air- 
craft Corp. 

Directors will be elected at Sinclair’s 
annual meeting, May 19, at the Bilt- 
more Hotel. 


Frontier Refining Co. has created 
three new marketing zones in anticipa- 
tion of the yield of the new catalytic 
cracker at its Cheyenne Refinery and 
the completion of its Cheyenne-North 
Platte products pipe line. 

E. R. Johnson has been made man- 
ager of a marketing zone in north- 
eastern Wyoming with headquarters in 
Newcastle. Managers have not been 
named for the other zones which are 
for eastern Nebraska, and for Utah 
and southeastern Idaho. 

Jay E. Beemer, a former Frontier 
zone manager, has temporarily return- 
ed to the company from retirement. 
He and Earl Olmsted are working on 
the leasing of Frontier controlled sta- 
tions to jobbers. 


Walter S. Hallanan, chairman of the 
National Petroleum Council, has 
named L. S. Wescoat to head a com- 
mittee to undertake a study of petrole- 
um storage capacity, as of March 31, 
1954. The study is to include a sep- 
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Separators are a critical factor in 
battery life. U. S. Peerless Micro- 
porous Rubber Separators actu- 
ally outlast the plates. Peerless is 
unaffected by overcharging, bat- 
tery acid, heat, or plate pressure 
and will not get mushy or soft in 
service. Not even a broken plate 
can cut through them. They are 
unbeatable in prolonging battery 
life in rugged duty. 


What about performance? U. S. 
Peerless Microporous Rubber 
Separators gain in electrical re- 
sistance when the temperature is 
high and reduce the effects of 
overcharge, a common cause of 
battery failure. When the temper- 
ature is zero, they permit 20% 
faster cranking speed, 10% more 
starting power. That's because of 
the high porosity of Peerless. 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department e¢ 
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arate survey on underground storage 
by types of storage, kinds of products 
stored and the volume of storage. Mr. 
Wescoat is president of the Pure Oil 
Co., Chicago, II. 





* 

James N. Gorringe is the new co- 
ordinator of management development 
for Esso Standard Oil Co. in New 
York City. He succeeds Owen W. 
Humphrey who has retired. 

Mr. Gorringe will head a program 
begun in 1945 to build a reserve of 
qualified replacements for key man- 
agement and to help management 
people function more effectively in 
their jobs. He has been employee re- 
lations manager of three of Esso’s 
plants, and just prior to his present 
promotion he was assistant process 
superintendent at the Bayonne, N. J., 
refinery. 

Mr. Gorringe lives in Short Hills, 
N. J. 

° 

Jessie D. Jolley, a tank truck driver, 
has been awarded an Arthur Godfrey 
citation for being a “Gentleman of the 
Highways.” Mr. Jolley was driving his 
tank truck when he was suddenly con- 
fronted by an automobile, making a 
U-turn in front of him. To avoid hit- 
ting the car, he deliberately steered 
his truck into the ditch. Mr. Jolley is 
a driver for Gibbon Petroleum Trans- 
port of Shreveport, La. 


* 

Edward G. Miller, past president of 
the New York Oil Heating Assn., will 
be honored with a testimonial dinner 
at the Hotel Belmont Plaza, April 29. 
As president for the last two years he 
has led the association’s work for the 


welfare of the oil heating industry in 
the New York Metropolitan area. 

Mr. Miller is president of the Quiet- 
Heet Oil Burner Co., Inc., of Brook- 
lyn and Queens. 


* 

W. A. M. Greeven has resigned as 
shareholders’ representative of Jersey 
Standard’s interests in North Africa, 
Spain and Portugal, to join Creole 
Petroleum Corp. in Caracas, Vene- 
zuela. Mr. Greeven was elected a di- 
rector of Creole, effective April 1. 

Dr. Cecil L. Burrill is now manager 
of Jersey Standard’s general economics 
department, in New York City. He 
was formerly a director and vice presi- 
dent of Creole and the company’s 
ranking executive in New York City. 


* 

John Paviluk, of New York City has 
been named sales representative for 
Rio de Janiero for the Tide Water As- 
sociation Oil Co. He will work with 
the company’s Veedol distributors in 
Brazil, Chile, Peru and Uraguay. 

Mr. Paviluk holds a mechanical 
engineering degree from New York 
University and a physics degree from 
Long Island University. He joined 
Tide Water 1950 as a junior indus- 
trial lubrication engineer in the sales 
engineering section. He was promoted 
to senior engineer in 1951, and a short 
time later was assigned to the export 
department. 


& 

A committee of Bakersfield oil men 
has been formed to size up prospects 
for starting a petroleum club in 
Bakersfield, Calif. Organizing com- 
mittee consists of J. M. Thomas, Qual- 
ity Oil Co; M. J. Stansbury, Stansbury, 


Inc.; Jean Philip, National Supply Co.; 
Larry Seaman, Intex Oil Co.; Clyde 
Hall, Clyde Hall Drilling Co.; Roger 
Brown, Bethlehem Supply Co.; and E. 
A. Bender, E. A. Bender Oil Opera- 
tions. 

Although Bakersfield is primarily 
a production center, the organizers 
hope to enlist oil men of all branches, 
including marketers. Originally the 
Los Angeles Petroleum Club was sup- 
ported mostly by exploration and pro- 
duction men, but it now has a strong 
representation of marketers. 


° 

Harvey W. King, retired April 1 
from his position as sales department 
personnel manager in Chicago general 
office of Standard Oil Co. (Ind.). Mr. 
King joined Standard in 1914 as a 
stenographer in the purchasing de- 
partment. In 1920 he became assist- 
ant purchasing agent, and was trans- 
ferred to Indianapolis as agent in 
1920. Returning to Chicago in 1928, 
he served in several capacities until 
1952 when he was named sales de- 
partment personnel manager, the po- 
sition he held at his retirement. 

J. H. Lind, formerly assistant man- 
ager of the personnel department for 
sales, has been promoted to manager, 
succeeding Mr. King. Mr. Lind came 
to Standard in 1934 as a claim ad- 
juster in the law department. In 1943 
he was advanced to assistant industrial 
relations advisor to the vice president 
in charge of sales. He became per- 
sonnel supervisor in the sales depart- 
ment in 1948, and was promoted to 
assistant manager of personnel in 
1952. 

D. B. Pearson, assistant supervisor 





Napier 


FIRST WOMAN JOBBER to attend a meeting of National Oil 
Jobbers Council is Edith Napier, Perry Oil Co., Lothair, Ky. 
With her is Herb Clay, Louisville, executive secretary of Ken- 
tucky Petroleum Marketers Assn. Miss Napier is a member 
of the association’s Jobber Executive Committee 


Kundahl Edwards 


FROM CONNECTICUT to attend their first National Oil 
Jobbers Council meeting came two officers of the Connecticut 
Petroleum Assn.: Franklin L. Kundahl, president, and Larry 
Edwardson, secretary. Mr. Edwardson is from New Britain. 
Mr. Kundahl represents Crown Petroleum Corp., Hartford 
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ARMSTRONG 


MIRACLE TIRE 





Backed by Heavy Advertising on 
TV! RADIO! “LIFE”! “POST”! FARM PAPERS! 


Imagine! Here’s the same famous “Ounce of Prevention” that made 
Armstrong Premiums tops for safety and sales-appeal! Now at a price 
that appeals to more prospects... offers more volume .. . provides 
more chance than ever to build new profits! Yes, and backed by the 
heaviest, hardest-hitting advertising campaign in Armstrong history! 
For bigger volume, faster turnover, fatter profits, stock sensational new 
Armstrong “Miracle” Tires today! 


ARMSTRONG “wc:::* TIRES 





DEMONSTRATION DISCS 


Yours for the asking! A free 
packet of these amazing discs 
that help you tell and sell cus- 
tomers on Armstrongs’ life-saving 
“Ounce of Prevention”! All in just 
10 seconds! Get them from your 
Armstrong Distributor today! 


WEST HAVEN, CONN. NORWALK, CONN. NATCHEZ, MISS. DES MOINES, IOWA 
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of personnel and safety at Des Moines, 
lowa, advances to personnel super- 
visor in the sales department. Mr. 
Pearson joined Standard at Des 
Moines in 1952 as assistant super- 
visor of personnel and safety. 

* 





Reynold M. 
Kress retired 
March 31 from 
his position as 
president, general 
manager and di- 
rector of the East 
Jersey Railroad 
and Terminal 
Co., a subsidiary 
of Tide Water 
Associated Oil 
Co. Mr. Kress 
has been with Tide Water since 1918 
when he joined the company as gen- 
eral freight agent in the transportation 
department. His residence is in Cran- 
ford, N. J. 


R. Kress 


s 
Douglas Rob- 
inson, general 
counsel and sec- 
retary of Cana- 
dian Oil Com- 
panies, Ltd., To- 
ronto, has been 
appointed vice 
president of that 
company. Born 
and educated in 
Toronto Mr. 
Robinson served 
as assistant to the Oil Controller for 
Canada, at Ottawa, during World 
War Il. 


D. Robinson 


C. F. Dohm has been elected presi- 
ident and a director of the Conorada 
Petroleum Corp., New York, succeed- 
ing A. A. Curtice, who will remain 
with the company in a consulting ca- 
pacity On a part-time basis. Mr. Dohm 
joined Conorada in 1949 and has 
spent most of his time working in the 
company’s oil activities in foreign 
countries. 

o 


Frederick G. Coqueron has been 
appointed petroleum analyst for the 
Chase National Bank of New York. 
Mr. Coqueron was with Tide Water 
Associated for 13 years before he 
joined the petroleum department of 
Chase in 1936. He is the author of 
several statistical studies including 
Financial Analysis of 30 Oil Com- 
panies, an annual survey covering the 
financial and operating aspects of 
the oil industry on a world-wide basis. 

R. E. Donovan, Standard Oil Co. 
of California, San Francisco, is the 
chairman of the newly formed West 
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Coast Subcommittee of the High- 
way Safety Committee of the Private 
Truck Council of America, Inc. 

Other oil men who will serve on 
the subcommittee are: 

D. R. Lockwood, Standard Oil Co. 
of California, San Franscisco. 

J. W. Sinclair, Union Oil Co. of 
California, Los Angeles. 

P. E. Foote, Petrolane, Long Beach. 

* 

N. H. Marsh, manager of the Ex- 
port Sales Department for General 
Petroleum Corp., Los Angeles, retired 
March 1, after 42 years with the 
company. He has been manager of 
the Export Sales Department since 
1934. 

Mr. Marsh plans to start his re- 
tirement touring the Far East with 
his wife. 

7 

Charles R. Dodson is joining the 
National City Bank of New York as 
petroleum engineer. Until recently 
Mr. Dodson was a partner in the pe- 
troleum consulting firm of Stanley, 
Stolz and Dodson, in Los Angeles. He 
has 17 years’ experience in the pe- 
troleum engineering field including 
service as head petroleum engineer 
of the Northern District for Standard 
Oil of California, and head of the 
petroleum engineering department of 
the University of Southern California. 
© 

Arthur W. 

Brown has been 

appointed man- 

ager of the em- 
ploye ___ relations 
department in 

New York, for 

Esso Standard Oil 

Co. effective 

April 1. He suc- 

ceeds William B. 

Maloney who has 

joined the parent 
organization, Standard Oil Co. (New 
Jersey). 

Mr. Brown has been assistant em- 
ployee relations manager of Esso’s 
Bayway Refinery in Linden, N. J., and 
has headed the company’s employe 
benefit plans and social security divi- 
sion. 


A. W. Brown 


e 

Walter H. Palmer has joined the 
sales force of Leonard Refineries, Inc., 
of Alma, Mich. 

Formerly a district representative 
for the Pure Oil Co., Mr. Palmer 
began his oil career as manager of a 
Hi-Speed service station in Midland, 
Mich. Mr. Palmer is a native of St. 
Louis, Mich., and is returning to that 
city as District 2 representative for 
Leonard. 


COMING MEETINGS 


APRIL 


Michigan Petroleum Assn., meeting, 
me Hotel, Grand Rapids, ritficn ‘April 


Fuel Oil Distributors Assn. of New Jersey, an- 
nual convention, Berkeley-Carteret Hotel, 
Asbury Park, N. J., Apr. 28-30. 


MAY 


Tennessee Oil Men’s Assn., semi-annual con- 
vention, Hermitage Hotel, Nashville, Tenn., 
May 2-4. 


Independent Petroleum Assn. of America, 
Silver Anniversary Meeting, Denver, Col., 
May 3-4. 


Oil Industry TBA Group, midwest section, 
Sheraton Hotel, Chicago, Ill., May 3-4. 


American Petroleum Institute, Lubrication 
—— Skytop Lodge, Skytop, Pa., May 


American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 


National Highway Users Conference, Fifth 
Highway Transportation —, Mayflower 
Hotel, Washington, D. C., May 4-6. 


National Tank Truck Carriers, 6th annual con- 
vention, Netherland-Plaza, Cincinnati, Ohio, 
May 6-8 


Empire State Petroleum Assn., Hotel Roose- 
velt, New York, May 9-11. 


Pennsylvania Petroleum Assn., spring conven- 
tion, Bedford Springs Hotel, Bedford, Penn., 
May 9-11. 


Liquefied Petroleum Gas Assn. Annua! Con _— 
tion, Conrad Hilton Hotel, Chicago, IIl., 
9-12. 


American Petroleum Institute, Division of 
Transportation, Products Pipe Line Confer- 
ence, ick Hotel, Philadelphia, Penn., 
May 10-12. 


American Petroleum Institute, Division of Re- 
Sang, street meeting, Rice Hotel, Hous- 
ton, y 10-13. 


Indiana Independent Petroleum Assn., French 
Lick Hotel, French Lick, Ind., May 12-13. 


Intermountain Oil Jobbers Assn., first annual 
meeting, Salt Lake City, Utah, May 13-14. 


Assi of American Battery Manufacturers, 
White Sulphur Springs, W. Va., May 13-15. 


oi C issi spring 
meeting, General Oplethorne Hotel, Savan- 
nah, Ga., May 14-15 


Int tat 








Oil Heat Institute of America, 32nd annual 
convention, 20th Oil Heat Show & National 
Indoor Comfort Exposition, Commercial Mu- 
seum, Benjamin Franklin Hotel, Philadel- 
phia, Penna., May 16-20. 


American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 


National Fire Protective Assn., 58th annual 
meeting, Statler Hotel, Washington, D. C., 
May 17-21. 


Virginia Petroleum Jobbers, John Marshal! 
Hotel, Richmond, Va., May 20. 


Virginia Oil Men’s Assn., John Marshall Hotel, 
Richmond, Va., May 21. 


North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 
muda, sailing from Norfolk for Bermuda, 
May 23-28 


Packaging Institute, Petroleum Packaging 
Committee, Cleveland, Ohio, May 24-25. 


Oil Industry TBA Group, Canadian Section, 
Royal York Hotel, Toronto, Ont., May 26. 


JUNE 


Pennsylvania Grade Crude Oil Assn., 3lst an- 
nual meeting, Hotel William Penn, Pitts- 
burgh, Penna., June 3-4 


Secy. of Automotive Engineers, summer meet- 
ing, Am aor F ms Ritz-Carlton Hotels, 
Atlantic City, N ,» June 6-11. 
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Eato Sheed Truck Axles 


More than two million 
Eaton Axles in trucks today! 
For complete information, see your truck dealer. 


AXLE DIVISION 


MANUFACTURING COMPANY 
CLEVELAND, OHIO 








PRODUCTS: Sodium Cooled, Poppet, and Free Valves « Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings * Heater Defroster Units * Snap Rings 
Springtites «Spring Washers *Cold Drawn Steel *Stampings *Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 
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“THE IMPACT-O-GRAPH 
MEASURES ROAD SHOCK 





















































ABOVE CHART shows the jer and strain en- 
dured by an Empty Standard Steel Tank on 
@ rough test road. 


THE LOWER CHART shows the same tank 
with a full load on the same test road. 
eeaeteaty no bump strain to beat up the 
tank. 
























































Manufactured by Standard Steel W orks nortu Kansas city, missouri 


Everyone knows that a tank standing still will carry its load 
indefinitely without failure. However, when that tank is driven 
at high speed over rough roads and rail crossings, it is hammered 
by dynamic shocks that can cause failure of the structure if it 
is not properly designed to stand up under such pounding. How 
to measure the intensity of the road pounding, and then to design 
the lighest possible tank that will operate without trouble under 
such conditions, has puzzled tank builders ever since the earliest 
days of tank construction. 


Standard Steel Works approaches this problem by actual measure- 
ment of the shock loads under severe operating conditions. After 
considering many methods, it was found that a small but mighty 
instrument called the “Impact-O-Graph” was the answer. It 
gives the exact readings that are needed to give Standard’s 


tank designers a clear picture of the dynamic loading problem. 


Mounted on a tank, and DRIVEN over a test route of bumpy 
roads, railroad tracks, and chuck-holes, an accurate picture of 
“safe load-carrying” is reflected on the chart. Here is proof 
that only by searching tests can greater improvements be achieved. 
That is why it pays to GO STANDARD! 


OTHER PRODUCTS by STANDARD STEEL: 


ASPHALT DISTRIBUTORS ... BURNERS ... POWER AND TRACTION 
DRIVEN CONSTRUCTION BROOMS .. . MAINTENANCE DISTRIBUTORS 
. TAR KETTLES .. . AGGREGATE SPREADERS .. . STREET 
FLUSHERS . . . PIPE LINE EQUIPMENT... SUPPLY TANKS... 
SHELVING HARDWARE .. . AND AGRICULTUR‘L EQUIPMENT. 








